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KURTH 10 BE PRESIDENT 
OF THE TWO SOUTHERNS; 
MORAY BOARD CHAIRMAN 


Individual Entities of Both Com- 
panies To Be Maintained; 
Continue at 111 John Street 


NO PERSONNEL SHAKE - UP 
Kidder Peabody To Have _ Three 


Directors; Home Indemnity 
Will Start Shortly 








No story in months attracted more 
attention in the insurance fraternity 
than the news printed in The Eastern 
Underwriter last week of the purchase 
of control of the Southern Surety and 
Southern Fire by the Home (stock pur- 
chased by the Home Fire Security 
Corp.), and that by reason of this deal 
Norman R. Moray, president of the 
Southern Surety and Southern Fire, 
would become the head of the casualty 
division of the Home’s organization. 

The Southern Surety and the South- 
ern Fire are to continue as individual 
entities and of course their head ‘offices 
will remain in the quarters they occupy 
at No. 111 John street. Wilfred Kurth 
will become president of the Southern 


Surety and Southern Fire and Mr. 
Moray will be made chairman of the 
board. These elections will take place 
after interested stockholders confirm the 
plans which were published last week. 
These plans include the segregation “™* 
certain assets of the Southern Sure}. 
and the exchange of Southern Sur cp 


, Stock for a new issue of reduced par™ 


value which will have endorsed thereon 
stock of the Southern Surety Securities 
Corp. and the issue of the Home Fire 
Security Corp. of additional capital 
Stock of the Southern Surety paid for 
at a premium sufficiently above par to 
finance adequately the surety company 
which has been growing rapidly. 

Three Kidder Peabody Men on Board 


There is an impression in the business 
that the deal means the retirement of 
Kidder Peabody & Co. interests in the 
Southern Surety and Southern Fire. 
This is not accurate. What really hap- 
Pened is that the powerful banking 
house of Kidder Peabody stays in, but 
the Home Fire Security Corp. is put- 
ting in enough additional funds to ob- 
tain the control. Three representatives 
of Kidder Peabody & Co. will be on the 
Southern board. 

There is to bé no disturbance of any 
kind in the working personnel of either 
the Southern Surety or Southern Fire. 
The Southern Fire has built un an un- 
"Sually ‘strong organization... including 
Western and Southern managers. well- 

nown field men and _ hand-picked 
agents. It had a premium volume of 

00,000 from October on for six months, 
and is now’ writing more than at the 
Tate of a million dollars net a year. Wil- 
liam Quaid has done exceptionally well as 


(Continued on Page 37) 
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PHOENIX 


Assurance Company, Ltd. 
Of London 


150 William Street, New York 


A Corporation which has stood the test 
of time! 148 years of successful business 
operation. World-wide interests. Abso- 
lute security. 
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-Excellent Service and Facilities 
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55 Fifth Avenue, New York 
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‘WM. H. KINGSLEY, Vice-President 





THE PENN MUTUAL’S 
“DID YOU?” 
s 
- & a a 
=a. CtiC 
J. Elliott 45 * ~.w York—the head of our 
largest Agencygism,.. 9. ., developed, and ‘tested it. 
In this organization its superlative effectiveness in pro- 
duction was demonstrated. And through his courtesy 


it was made available to all other Penn Mutual 
Agencies. 





Other new Penn Mutual productive devices will be 
mentioned here in coming issues. 


“DID YOU?” 





WM. A. LAW, President 
HUGH D. HART, Vice-President 


The Penn Mutual Life Insurance Company 
Philadelphia 


Independence Square Founded 1847 
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SIXTY LIFE COMPANIES 
WILL WRITE ON BOTH 
PASSENGERS AND PILOTS 


But Companies Shy of Pilots Ex- 
clusively, Says Guggenheim 
Fund Report 


106 COMPANIES WERE SEEN 


Establishment of Standardized 
Statistical Bureau Is Recom- 
mended to Actuaries 








In his report to the Daniel Guggen- 
heim Fund for the Promotion of Aero- 
nautics Capt. Ray A. Dunn of the U. S. 
A. Air Corps who has spent six months 
of intensive research preparing statis- 
tical and explanatory analysis of avia- 
tion mortality to assist the insurance 
industry in the classification of the avia- 
tion hazard tells of present practices of 
insurance companies and their experi- 
ence with aviation for a three year pe- 
riod. The experiences and present prac- 
tices with relation to aviation were ob- 
tained from 106 of the leaders in volume 
of business, and also from three new 
specially organized accident companies 
which are attempting to handle the avia- 
tion risk «exclusively. 
brief follows: 

Sixty companies will now write con- 
tracts on the lives of pilots. 

Eighty-four companies will write con- 
tracts on the lives of both pilot and pas- 
senger. 

Fifty-seven companies will write con- 
tracts on the lives of owners of air- 
planes. ; 

Thirty-two companies will write con- 
tracts on the lives of student pilots. 

Shy at Pilots Exclusively 

Thirty-two companies will write con- 
tracts on the lives of pilots, passengers, 
owners and students. 

No «company will write pilots -exclu- 
sively. 

Twenty-four companies of the eighty- 
four ‘accepting passenger contracts will 
accept passengers only. 

One company of the fifty-seven cofh- 
panies writing contracts on owners’ lives 


will write no other class of flying or 
flyers. 


His summary in 


His Conclusions 
His conclusions follow: 


“The Fund believes that sufficient sta- 
tistics are now available to permit the 
insurance industry to properly classify 
the aviation hazard. The statistics avail- 
able may not be in such form as to be 
of use for ‘actuarial purposes, but they 
can «readily. be converted ,to meet the 
needs ‘of th .aetuaries. ‘Classification of 


‘the ‘aviation risk should be made‘ and 


uniform ratings proposed accordingly. 
In this. respect the Actuaries Club of 
Toronto has taken a most progressive 
move by adopting recommendations 


based on the renorted nractice of the 
(Continued on Page 17) 
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Some Interior Views of 


sam ORGANIZED 
SERVICE 


The Keane-Patterson Agency of the Massachusetts Mutual Life Insurance Company 
225 West Thirty-fourth Street : 225 Broadway : 60 John Street : 566 Courtlandt Avenue 
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Voorhees Thinks Many 
Agents Need Vision 


DO NOT MAINTAIN ENTHUSIASM 





Connecticut General Attorney Tells Tri- 
State Congress That Sound Thinking 
Must Necessarily Precede Action 





Sound advice upon the proper attitude 
of life agents was given by the Connec- 
ticut General’s attorney, Claude H. 
Voorhees, at the Tri-State Sales Con- 
gress in Philadelphia yesterday. He 
stressed the fact that too many agents 
are not bubbling over with enthusiasm 
for their business, that they fail to get 
the vision. It offers both financial and 
spiritual returns, the significance of 
which manv agents never realize, he 
said. 

Mr. Voorhees asserted that in view of 
the great success that the life insurance 
fraternity has made along underwriting, 
in actuarial and other lines, it is aston- 
ishing how it has failed in its methods 
in presenting the commodity to the buy- 
ing public. He believes that this is 
chiefly due to the improper viewpoint. 
Many agents do not spend enough time 
in cold, hard thinking along basic prin- 
ciples, he said, not on how to sell a 
policy the next day, but on what the 
business of life insurance is, what the 
agent’s problem is and what the most 
practical and quickest solution of that 
problem is. 

In the study that he has made of bi- 
ogranhy Mr. Voorhees said that he has 
found that the outstanding successes of 
life have been in the great majority of 
cases, primarily thinkers. They were 
also, of course, men of action, but they 
usually acted on principles that they had 
turned over in their minds many times. 
He said that the agent’s job is a far 
bigger, more complicated, more technic- 
al and finer proposition than merely 
selling life and amassing commissions. 
The job, in brief, is underwriting human 
life values. 


Prospect Classifications 


Mr. Voorhees gave considerable dis- 

cussion to the proper classification of 
prospects by agents. He said that each 
pro.pect should present to the agent a 
picture of a bundle of sticks, each la- 
belled a particular life value. He con- 
tinued: 
_ “There are really four classifications 
in which every one of your prospects 
falls, in so far as life values are con- 
cerned. 

“First, he has certain life values, cer- 
tain sticks in that bundle, which arise 
out of the mere fact that he is a unit 
of society—a self-supporting individual. 

“Second, other distinct life values 
arise out of the fact that he is the 
head of a family. 

“Third, there are still others because 
of the fact that in some cases he is an 
associate in business. 

“And fourth, others come from the 
fact that he is his own estate manager 
and investor and conserver.” 

_In his remarks amplifying these clas- 
sifications, Mr. Voorhees said: 

“First of all, the prospect has to sup- 
Port himself, doesn’t he? In other 
words, he has to have protection against 
disability and old age; premature eco- 
nomic death. You have the best solu- 
tion in the world for it in the accident 
and health coverage, disability with life 
insurance, and old age income. 


As Family Head 


“Second, he has another bundle of 
Sticks wound around him as head of a 
family. What are his hopes, needs and 
desires concerning this family? You 
have to find them, because until you find 
them, you haven't the best possible ap- 
Peal for your part of his dollar. As 


head of the family, what are the indi- 
vidual sticks in that group? 

“Let’s see what happens when he fails 
to carry on. Why, the same thing is 
going to happen that is happening every 
day. He has to pay his current bills 
every month, doesn’t he? Or he ought 
to. When he dies they have to be paid. 
There is the first little item in this 
clean up fund, and he will tell you how 





C. H. VOORHEES 


much it is. I have been told by you, 
too, that these fellows open up and tell 
you personal information that amazes 
you, when you have qualified for that 
confidence from them. 

“Now, the third separate bundle of 
business life values results from the de- 
sire and necessity of continuing the con- 
trol of the business, whether partner- 
ship or close corporation, in the hands 
of those who have grown up with it, who 
know the business intimately, and who 
have and will continue to put their abil- 
ity into it. When a partner or stock- 
holder in a close corporation dies, let 
us consider for a moment the resulting 
situation. The interest of the deceased 
must be disposed of in one of three 
ways. It must pass to his familv or 
heirs, it must be sold in the open mar- 
ket. or the surviving partners or stock- 
holders must purchase it. If it, passes 
to his family, they become partners or 
stockholders in the business with all the 
rights of such partners or stockholders, 


including the right to dictate future poli- . 


cies. But how many such families are 
desirable as partners or stockholders? 
Precious few are fitted by temperament 
or experience. Nevertheless, th survi- 
vors must continue to work and strive 
in part for the benefit of these absen- 
tee owners.” 


His On Estate Manager 


“The next and last bundle of sticks is 
built around that individual as the estate 
manager and conserver. Can you Inder- 
write that with life insurance? Of 
course you can underwrite that with 
life insurance. You simply transfer his 
estate as life insurance to the insurance 
company or trust company and his es- 
tate and his other property to a trust 
company to carry on as the manager and 
conserver and investor of that estate, 
and that presents another need for life 
insurance. 

“First of all, when he dies his obli- 
gations, taxes, etc., have got to be paid. 
Where is his estate going to get the 
money to pay them? You have to take 
it out of life insurance or his property, 
and if you don’t have life insurance, it 
comes out of the property, and it has 
to be paid pretty quickly. But what if 


Defines Functions of 
Life and Trust Cos. 


NO INFRINGING IS NECESSARY 
Vice-President and General Counsel 
John Barker of Berkshire Life at 

Tri-State Congress 





The functions of both the life com- 
pany and the trust company were de- 
scribed at length by John Barker, vice- 
president and general counsel of the 
Berkshire Life, at the Tri-State Sales 
Congress yesterday in Philadelphia. He 
showed how each has a definite field 
that need not interfere with the other. 

Mr. Barker urged the life agents to 
make a thorough study of estates since 
the people of this country have plainly 
chosen life insurance as the most ~re- 
ferred asset for estates. He gave a 
good definition of the ideal estate as 
“that one which, in simplest form, pro- 
vides for the protection of the family, 
at the same time giving play to those 
inherent talents and faculties which will 
build the character of its members while 
the necessary funds are provided to car- 
ry them over the hill.” 

Naturally, the ideal estate must be 
individually adapted to the man, and Mr. 
Barker showed how this is where the 
life agent has his duty to perform. Every 
new prospect presents a new problem. 
The able underwriter must dig into facts 
and study the personal requirements of 
the man but by no means encroach or 
attempt to go so deeply into the in- 
vestigation that the prospect may take 
a personal offense. 

Estate Creation 

The prime task of the life company 
is admittedly to create the estate and 
it is well able to do this, said Mr. Bark- 
er, requiring less outlay than any other 
method. It also faces the problem of 
conservation and distribution. Conser- 
vation and distribution go hand in hand 
wherever a definite plan can be out- 
lined to carry out the wishes and needs 
of the insured. The stability and the 
certainty of the estate created, conserved 
and distributed by the life company af- 
fords ideal service, said Mr. Barker. 

“Insofar as the adjustment of an in- 
dividual’s affa‘rs, scrutiny and payment 
of bills, the exercise of judgment as to 
family requirements, in a word, the ex- 
ercise of advisory discretion and con- 
tinued personal counsel are concerned, 
the life company should not be called 
on. The great work of creating, con- 
serving and distributing estates is a 
worthy and sufficient task. 

“Trust companies are volunteering to 
advise about the selection of schools, the 
discipline of children, the dealing with 
emergencies and giving advice on find- 
ing positions and planning trips for the 
young people. I am quoting now from 
a leaflet published by the American 
Bankers’ Association on this subiect. 
‘“To those who turn to a bank or trust 








all he owns faces a poor market? Why, 
you have to sell it anyway. If it brings 
only fifty cents on the dollar, the law 
demands that he sell it and pay his bills 
and other obligations. Let’s supply life 
insurance. If the market is bad, those 
obligations can be paid out of life in- 
surance and that estate be protected. 
Are you equipped to explain to your 
prospect the possibilities of supplying a 
manager and investor of his estate, both 
property and insurance? Do you know 
how the modern trust operates to pro- 
vide these? Can you point out in de- 
tail the relative value of the insurance 
trust with a trust company and the in- 
surance trust provided through our own 
policy options? It is a vital necessity 
if you hope to merit the name of.a life 
underwriter.” 


company for solace and assistance of 
this kind there is a wide field of con- 
sultation. The problem must be faced 
frankly by every insured, whether he 
wishes contractual disposition of his es- 
tate by the life company, relying on 
the judgment of those he leaves behind, 
subject to such wise and simple condi- 
tions as he may outline, or the discre- 
tionary and detailed administration by 


. 





Photo by Bachrach 
JOHN BARKER 


the trust company used in consultation 
with the beneficiary. 

“Outside of simple, plain and easily 
determined lines and where discretion 
and flexibility with intimate personal 
contact and advice are desired, the life 
companies have partners and colleagues 
in conservation and distribution in the 
banks, trust companies and other insti- 
tutions or individuals who administer 
trusts.” 

Handling the Insurance 


Mr. Barker offered some practical tips 
to the agents when handling the insur- 
ance. He said: 

“From a considerable period expended 
in guiding clients in varying situations, 
I strongly recommend not extending re- 
strictions too far beyond the grave. I 
recommend generous, even _ lavish, 
amounts of insurance; but do not tie 
it up too long. Where life is solved, it 
is solved ambulando and a young fam- 
ily who can walk have great possibilities. 
Insurance is to replace the life prema- 
turely removed. A recent widow is some- 
times a poor investor but give her some 
leeway after the period of readjustment 
and early put the children on their own. 

“When you are helping the insured set 
up his plan, give consideration to the 
instalment options for life or years. 
Larger payments for a fair period may 
do more to nurture your family tree 
than little payments with principal to 
grandchildren. After providing for the 
clean-up fund and adequately cover- 
ing the period of readjustment if the 
insured can swing a complete program, 
even a generous program, I believe you 
will do well to keep within the bounds 
of our simple family support plan: in- 
come to wife for life with due consid- 
eration of allowing her additional with- 
drawals; income to children during mi- 
nority, and principal to them at the age 
of twenty-one. 

Worthwhile Provisions 


“Proper amounts wisely may be de- 
voted to the education of children pay- 
able in series of instalments beginning 
at age eighteen. The advantages of cov- 
ering five years rather than the usual 
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four should be considered; this aids in 
the start of a career after a college ed- 
tication. A clean cut provision that pay- 
ments start when the beneficiary’s af- 
fidavit shows him to be in attendance 
at a college or university, with certifi- 
cate of such institution of like import, 
furnishes an incentive and does not un- 
duly burden the life company. 

“Or, adequate proceeds may afford in- 
come to a parent, friend, brother or sis- 
ter for life with gift over to a favorite 
hospital, church or charity. 

“The discretionary powers inherent in 
a trust company where granted by the 
insured are, in a measure, duplicated in 
the life insurance settlement by allow- 
ing the privilege of withdrawal to the 
beneficiary. The difference is that re- 
liance is placed on the judgment of the 
beneficiary. For a portion of the funds 
it may be proper and even valuable to 
give the beneficiary this power, to al- 
low some discretion and freedom in 
meeting emergencies. 

“Except for such portion I recommend 
that you request in settlements an ex- 
press clause which withholds from bene- 
ficiaries the right to withdraw, alienate 
or assign and stipulates that the pro- 
ceeds shall be free from attachment and 
execution. The Massachusetts statute 
authorizes’ her companies to do this, 
statutes in Pennsylvania sanction it, and 
I recommend its use in New Jersey and 
Delaware as a protection to beneficiaries 
and a stipulation whose validity, so far 
as I know, has never been questioned 
in those states.” 





W. L. T. ROGERSON DEAD 





First Vice-President of Life Insurance 
Co. of Virginia With Company 
Forty-Eight Years 


William Lowe Turnbull Rogerson, first 
vice-president of the Life Insurance Co. 
of Virginia, died in Richmond last week. 
Death was caused by complications fol- 
lowing a severe cold. Many prominent 
Virginia insurance men were among the 
honorary pall-bearers at the funeral, 
which took place last Friday. 

Mr. Rogerson had been with the com- 
pany forty-eight years, being a promi- 
nent figure for the last twenty-five of 
them. He was seventy-one. 

3orn in “Mannsfield,” the family 
home near Petersburg in 1859, he joined 
the Life Insurance Co. of Virginia as 
an agent in Petersburg. He later served 
in many capacities, and in 1926 was 


elected first vice-president. He was a 
familiar figure at conventions of the in- 
surance commissioners and life presi- 
dents, and was known as an authority 
on Industrial life insurance. He was 
active at the Home Office until about 
two weeks before his death. 

Mr. Rogerson was prominent socially, 
being a member of the Commonwealth 
Club, the Country Club of Virginia and 
the Robert E. Lee Camp, No. 1, Sons of 
Confederate Veterans. 





W. H. PIERSON HONORED 

In celebration of the forty-third anni- 
versary of his association with the New 
Jersey agency of the Provident Mutual 
Life William H. Pierson was tendered 
a luncheon on Saturday last by the 
members of the Newark branch of the 
agency at the Washington Restaurant, 
Newark. Mr. Pierson received a num- 
ber of telegrams and letters congratulat- 
ing him upon his lengthy service with 
the company. He also got several gifts 
from the members of the agency and 
his friends. The luncheon was presided 
over by Louis F. Paret, general New 
Jersey agent for the company. 


Clarifies Insurance and 
Trust Men’s Problems 


WORKING FOR COMMON GOAL 








Vice-President Alexander P. Reed of 
Pittsburgh Trust Co. Shows That 
Fields Need Not Overlap 





_ The enormously rapid growth of life 
insurance trusts in the past few years 
has made needful a thorough under- 
standing of the subject by both life in- 
surance and trust company men, de- 
clared Alexander P. Reed, vice-president 
and trust officer of the Fidelity Trust 
Co. of Pittsburgh, before the Tri-State 
Sales Congress in Philadelphia yester- 
day at the Bellevue-Stratford Hotel. It 
is altogether possible for them to work 
harmoniously together, he said, as each 
has their own field in this work which 
is of real service to mankind. 

Mr. Reed emphasized the altruistic 
side of the businegs, the fact that in- 
surance salesmen who become success- 
ful are not thinking solely of commis- 
sions, but of the important work they 
are doing; saving businesses from liqui- 
dation and destruction, helping men to 
plan so their fathers and mothers will 
not come to want; helping to make wid- 
ows independent; driving out the need 
for charitable institutions. 


Cites Figures 


Figures which well illustrate the rapid 
growth of the insurance trust was cited 
by Mr. Reed. Prior to 1927 there were 
but $500,000,000 of insurance trusteed 
with banks and trust companies; in 1927 
$257,000,000 was placed in trust; in 1928 
$700,000,000; and in 1929 $1,200,000,000. 

In 1928 8,967 insurance trusts were es- 


tablished, whereas in 1929 the number 
was 15,012. The average insurance trust 
in 1928 was $49,591, whereas in 1929 it 
was $57,807. This remarkable growth 
can be attributed, said Mr. Reed, in a 
great measure to the intelligent co- 
operation of the insurance underwriters 
of America. 

The trust officer does not believe that 
all insurance should be placed with the 
trust company, said Mr. Reed. The 
lump sum and other forms of optional 
settlement often meet the situation bet- 
ter than leaving the moneys with a trust 
company. Those cases which call for 
the life insurance trust were outlined by 
Mr. Reed as follows: first, where a sin- 
gle plan for the management of proceeds 
from several different insurance compa- 
nies is desired; second, where an expe- 
rienced financial adviser for the family 
is needed; third, where discretionary 
power is needed to meet unforeseen 
emergencies. 

“Trust companies are constantly anal- 
yzing estates and in doing so point to 
their customers the need for additional 
cash for the payment of debts, inherit- 
ance taxes, expenses of administration 
and the liquidation of any going busi- 
ness. When a trust is proposed the cus- 
tomer necessarily must think of income. 
It nearly always follows that additional 
insurance is recommended, and as a re- 
sult the underwriter profits.” 

Important Fiduciary Changes 

Mr. Reed called to the attention of 
the underwriters several great changes 
that have taken place in fiduciary ser- 
vice during the last ten years, as fol- 
lows: 2 

“First, the increased complications in 
the settlement of estates. 

“In the last twenty-five years has 
come the United States income tax, the 











92.95% 


in the Company. 


of the new business paid 
for in The Northwest- 
ern Mutual Life Insurance Company of 
Milwaukee, Wisconsin, in 1929 was upon 
applications of members previously insured 


Once a Policyholder— 
Always a Prospect 
THE POLICYHOLDERS COMPANY 





The Northwestern Mutual Life Insurance Co. 
Milwaukee, Wisconsin 


W. D. Van Dyke, President 
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federal estate tax, the direct and collat- 
eral inheritance taxes. Forty-two states 
of the Union passed a law taxing es- 
tates of non-residents who own stocks 
of companies incorporated within their 
states. “This situation is being improved 
somewhat by reciprocity. Now one is 
obliged to file an account ‘in court, ir- 
respective of the size of the estate, 
whereas a decade ago it could be settled 
by family agreement. 

“Second, the introduction by trust 
companies of improved methods in han- 
dling of securities and investments. 

“Ten or fifteen years ago many trust 
companies could be criticized for the 
methods used in handling investments in 
their estates. However, during the last 
decade most trust companies have es- 
tablished statistical departments where 
securities are being constantly reviewed 
and analyzed. Financial statements of 
companies are being studied and com- 
pared; representatives of trust compa- 
nies attend stockholders’ meetings, in- 
terview directors and officers and ob- 
tain the latest information pertaining to 
corporations in which they hold stocks 
or bonds. 

No Longer Soulless 

“Third, personal relations with bene- 
ficiaries. 

“Twenty years ago the trust company 
was looked upon as a soulless corpora- 
tion. However, the trust companies have 
met this fairly and squarely by employ- 
ing, in their trust departments, men of 
the highest character, men of sympa- 
thetic understanding who are not con- 
tent to fulfill merely the legal obliga- 
tions imposed upon them by the will 
or trust agreement, but who are assum- 
ing the moral obligation of carine for 
the widow, the orphan and the depen- 
dent beneficiary entrusted to their care. 
The trust officer has become the family 
adviser. 

“Any trust officer could tell you of 
cases where, by some word or act of 
his, he has affected the life of some of 
his wards. 

“At the present I have eighteen boys 
and girls who have no fathers or moth- 
ers. I buy their clothes, select their 
schools, pay their tuition, give them 
spending money, see they receive proper 
medical and dental attention, and do 
everything in my power to be a father 
to them. 

“IT have a boy at the University of 
Pennsylvania, one at Dartmouth, two at 
Princeton; one who would have left 
school four or five years ago if I had 
not appealed to his family pride.” 

Cost Not Excessive 
_Mr. Reed said that some people rec- 
ognize the advantage of the corporate 
fiduciary, but believe the charges there- 
for are excessive. One of the large in- 
surance agencies in Pittsburgh, he said, 
recently made an investigation of es- 
tates settled in Allegheny county in the 
last ten years and ascertained that the 
average cost of settlement of estates by 
trust companies was 12% less than those 
estates settled by individuals. 

In closing Mr. Reed pointed out how 
the two institutions co-operate: “The 
life agents render their service to the 
community by creating estates so that 


‘the plans of the insured for his busi- 


ness and his family can be carried out. 
The trust companies, on the other hand,” 
he said, “are striving to conserve an 
administer these estates which you have 
created so that the widow shall not come 
to want and that the children shall re- 
ceive an education and be self-support- 
ing. The life companies are furnishing 
the money, and the trust companies the 
money-management,” he said. 


A. G. BORDEN IN BUFFALO 

A. G. Borden, second vice-president © 
the Equitable Society, spoke at the Buf- 
falo Life Underwriters’ luncheon last 
week on “The Art of Persuasion.” 
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Henry D. Appleton Quits 
After 47 Years’ Service 


THOS. F. BEHAN HIS SUCCESSOR 


N. Y. Departmental Changes; Appleton 
Headed Blanks Committee for Quar- 
ter of Century 





Future conventions of the National 
Convention of Insurance Commissioners 
are going to miss Henry D. Apple- 
ton, who for nearly half a century has 
been one of the most prominent figures 
in the New York Insurance Department, 
because Mr.. Appleton resigned a few 
days ago as First Deputy Superintendent 
of Insurance in this state. His resigna- 
tion was received by Superintendent 
Conway with regret. Following the re- 
ceipt of the resignation Mr. Conway ap- 





HENRY D. APPLETON 


pointed as Mr. Appleton’s successor 
Thomas F. Behan, also a veteran with 
the Department. Both Appleton and 
Behan live in Albany. Appleton had 
charge of the Albany office. 

It would take columns for an insur- 
ance newspaper to tell of the various 
contacts which Mr. Appleton has had 
with the insurance commissioners and 
the insurance fraternity relative to im- 
portant developments in the business, 
but probably his work as chairman of 
the Blanks Committee of the National 
Convention of Insurance Commissioners 
stands out most prominently. This is a 
highly important committee with work 
of tremendous detail, requiring the clos- 
est kind of concentration. The meetings 
last for hours and Mr. Appleton’s pa- 
tience, good spirits and keen understand- 
ing have been decidedly helpful. 

As Seen by Dunham and Caldwell 


Two estimates of Mr. Appleton as an 
Insurance Departmental man were given 
to The Eastern Underwriter this week 
by President H. P. Dunham and by Sec- 
retary A. S. Caldwell of the commis- 
sloners, 

Colonel Dunham said: “In Mr. Apple- 
ton’s resignation the National Conven- 
tion of Insurance Commissioners has 
lost one of its oldest and most valued 
members. A search of the proceedings 


. Shows that he first appeared as a com- 


mittee member in 1898 as Second Deputy 
uperintendent of New York. In that 
year he was made a member of four 
important committees. For a number of 
years he was the principal representa- 
tive of New York in the Convention ses- 
Slons, serving on a number of important 
committees. He was a member of the 
executive committee from 1902 to 1905 
Inclusive. Various important contribu- 
tions from his pen appear in ‘Pro- 
ceedings, covering a wide range of in- 
Surance subjects. The work for which 
(Continued on Page 12) 
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WANTED 


Manager for new branch office of first class com- 
pany, New York City. Must have proven organization 
ability and substantial brokerage following in life insur- 
ance. Give full details. Absolutely confidential. 


Box 1139 


THE EASTERN UNDERWRITER 


New York, N. Y. 








H. B. SEAY VICE-PRESIDENT 





Also Made Treasurer of Southland Life; 
Morton Bigger on Board of Com- 
pany’s Directors 
Two changes were made in the direc- 
torate and official family of the South- 
land Life. H. B. Seay was named vice- 
president and treasurer, having recently 
returned to active duty after several 
years spent in the Rio Grande Valley. 
Morton Bigger was added to the board 

of directors. 


President Harry L. Seay presented his 
annual report, showing insurance in force 
of $157,506,375 at the close of 1929. This 
was an increase of $26,344,343. The re- 
port showed admitted assets of $18,191,- 
171 and that the company had paid pol- 
icyholders and beneficiaries $1,818,369. 


NEW CHICAGO GENERAL AGENT 





Harry L. Kolman, Formerly of New 
York City, With Home Life; a 
a Large Personal Producer 


The Home Life of New York has 
opened a new general agency in Chicago 
as part of the Greater Chicago develop- 
ment of the Home Life. It will be re- 
called that Selwyn C. Woodward was 


-recently appointed manager succeeding 


John J. Gordon who came to New York. 
The manager of the newest agency, La 
Saile Street Building, is Harry L. Kol- 
man, formerly well-known in New York 
City. His first insurance experience was 
in Chicago in 1910 with the Mutual 
Benefit. Then he opened the life de- 
partment for the Rockwood agency. He 
was general agent of the Travelers in 
New York in 1919-1920. He led the Na- 
tional Life of Vermont in production in 
1926 and 1927. 








Disability Protection 
For Your Clients’ Employees 


Insurance against occupational accidents is 
compulsory in most states, yet these are re- 
sponsible for only 10% of the disabilities suf- 


fered by employees. 


Group accident and sickness insurance cov- 
ers the other 90%. Employees gladly pay the 
cost when given an opportunity. 


It will pay you to present this opportunity 
to the employees of your clients. Write for 


prospectus. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 


Over a Billion in Force 





Elect Peter M. Fraser 

V.-P. Connecticut Mutual 
HE HAS NATIONAL REPUTATION 
Will Move to Hartford Later; His 


Brother, John M., Will Run General 
Agency Here 








Peter M. Fraser, general agent of the 
Connecticut Mutual at 149 Broadway, 
New York, one of the outstanding gen- 
eral agents of the United States, and a 
former president of the Life Underwrit- 
ers Association of New York, has been 
elected vice-president of the Connecti- 
cut Mutual. He will move to Hartford 
later on, his new position becoming ef- 
fective on July 1. His brother, John 
M., who has been his associate in P. M. 
and J. M. Fraser, Inc., the title of the 





PETER M. FRASER 


Connecticut Mutual agency here, will 
take over the general agency. 

The announcement wil] be a big sur- 
prise as Mr. Fraser has hundreds of 
friends in the city and looked all set 
to continue as head of a general agency 
which has already placed more than 
$135,000,000 on the books of this com- 
pany. His intimates, however, have 
known for some time that the Connec- 
ticut Mutual wanted him at the head 
office. He finally decided to devote his 
future to head office work. 

Once J. S. Myrick’s Office Boy 

Mr. Fraser started as an office boy in 
the home office of the Mutual Life. In 
fact, he was an office boy of Julian S. 
Myrick. After seven years of service 
with the Mutual Life he was made a 
field supervisor in 1913, and for the 
next five years assisted materially in 
building up the field force of that com- 
pany. 

The Connecticut Mutual later selected 
Mr. Fraser and Paul Abry to take over 
its agency in Brooklyn which it was, de- 
sirous of enlarging. At the end of the 
first nine months the agency had pro- 
duced an increase in business amount- 
ing to 400%. The subsequent death of 
Mr. Abry gave Mr. Fraser full charge 
of what is now the lareest agency of 
the Connecticut Mutual and one of the 
leading agencies in New York City. 

On February 15, 1927, the tenth anni- 
versary of his service with the Connec- 
ticut Mutual, Mr. Fraser’s agency had 
more than $100,000,000 insurance in 
force. At that time the board of direc- 
tors of the company presented Mr. Fra- 
ser with a bronze plaque with the fol- 
lowing inscription: “The Connecticut 
Mutual Life Insurance Co., by vote of 
its board of directors, in recognition of 
the most outstanding record of organi- 
zation development in the history of 


‘this company, and a most exceptional 
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record of agency building in the annals 





of life insurance, presents this testimo- 
nial to Peter MacGregor Fraser.” 


Office Has Several Branches 


The personnel of the Fraser Agency 
has been materially increased in recent 
months. For many years it has led all 
agencies of the Connecticut Mutual and 
last year paid for over $27,000,000 of in- 
surance. In addition to its main office 
at 149 Broadway, New York, and an 
uptown office at 1440 Broadway under 

4 Charles E. Genther, branch offices are 
maintained at Jamaica, Long Island, and 
Bridgeport, Conn. 

In 1928 Mr. Fraser was president of 
the Life Underwriters’ Association of 
New York City. During his administra- 


In Step With the New Decade 


Large enough to merit its national prestige and 
to effect natural economies of operation. 


Small enough so that the individual agent and 
the individual case are never lost sight of. 


Old enough to be rich in its depositories of 
experience and to be guided by the past. 


Young enough to be fully abreast of the times 
in providing ultra-modern insurance protection. 


Life and Accident Insurance United in ONE Policy 
Furnishing Complete Coverage 


— 





JOHN M. FRASER 


tion this membership showed a 25% in- 
crease. Mr. Fraser is a member of the 
Bankers Club of New York, Brooklyn 
Club, Hempstead Country Club (of 
which he is vice-president), and the 
Economic Club of New York. He is a 
director of the South Nassau Communi- 
ties Hospital at Rockville Centre, Long 
Island, and a director of the Caledonian 
Hospital, Brooklyn. He is also a di- 
rector of the Colonial Financial Cor- 
poration of New York, and a member of 
the executive committee of the Life Un- 
derwriters Association of New York. He 
is married and has three children. 


J. M. Fraser’s Career 


John M. Fraser, who will head the 
Fraser agency, was born in Philadelphia 
in 1895, and attended Erasmus High 
School, Brooklyn. - His first business 
venture was in the sales end of the silk 
business which he promptly left when 
America entered the World War to en- 
list in the Navy, from which he was 
honorably discharged in January, 1919. 
His entrance into life insurance followed. 








United Life Building - - 


UNITED LIFE and ACCIDENT INSURANCE COMPANY 


- Concord, New Hampshire 


Address Inquiries to: Eugene E. Reed, Vice-President 








He began as soliciting agent for the 
Connecticut Mutual as a member of the 
General Agency of Peter M. Fraser and 
Paul A. Abry. Shortly thereafter he 
was appointed a supervisor of agents 
and in addition to his full time soliciting 
work added to his duties those of or- 
ganizing and developing other agents. 
In 1922 he was awarded the Chase Cup 
for the largest volume of business paid 
for by any agent in the company’s ranks 
during the year. He has developed 
many big producers. In February, 1929, 
he was appointed general agent together 
with his brother, Peter M. The agency 
was incorporated with Harold J. Ran- 
som and James F. Toomey as associate 
general agents. He is chairman of the 
entertainment committee of the Life Un- 
derwriters Association of this city, a 
member of the Rockville and Hemp- 
stead country clubs, of St. Andrew’s So- 
ciety, American Legion, Massapequa 
Lodge F. & A. M., and is a director of 
the South Nassau Communities Hospital 
of Long Island. Members and friends 
in the agency in January, 1929, con- 
ducted an anniversary month in recog- 
nition of his ten years’ service with the 
company. The agency for that month 
paid for $4,000000. He is married and 
has three children. 





$100,000,000 IN AGENCY 
The White & Odell agency of the 
Northwestern National Life in Minne- 
sota is rapidly approaching the $100,000,- 
000 in force mark. At the end of Febru- 
ary the total was $96,127,284. The agen- 
cy was started in 1908. 


CHARGE OF TWISTING 





“Counsellor” in Houston, Tex., Gets $1 
Per Thousand for Advice About 
Changing Policies 

“Twisting” in an unusual form has 
been reported in Houston (Texas), 
where the local life underwriters’ asso- 
ciation has taken up the case of a man 
named Cole, not licensed as an agent, 
who is said to advise large policyholders 
to convert their policies to one year re- 
newable term in the same company, 
being paid $1 per thousand by the pol- 
icyholders for his advice. 

A fly in the ointment is that Cole has 
no license, and, therefore, cannot lose 
one. He represents no company. Jo- 
seph S. Smith, Houston -general agent 
for the Aetna Life, presenting the mat- 
ter at the last meeting of the Houston 
Association, stated that Cole had been 
operating similarly in California, and 
when he came to Texas had asked for 
an agent’s contract with the Smith agen- 
cy. The contract was refused and a few 
days later one of Smith’s $50,000 policy- 
holders called up and complained to 
Smith because he had not been told 
about renewable term insurance. After 
an hour’s talk Mr. Smith convinced the 
policyholder that Cole was wrong. Many 
other agents reported similar cases. 





SLATTERY BACK AT JOB 
_ John C. Slattery, manager of the pub- 
licity department of the Guardian Life 
and editor of its publication. “Service,” 
is back in the home office after a month 
in a New York hospital. 


Great Southern Takes 
Over Southern Union 

LATTER’S ASSETS ARE $7,000,000 

Had $60,000,000 in Force; Recently 


Great Southern Reinsured Ameri- 
can Southern Life 








The Southern Union Life of Fort 
Worth passed out of existence Saturday 
with the announcement ot its consolida- 
tion with the Great Southern Life. 

The merger was the result of a stock- 
holders’ meeting in Fort Worth on Fri- 
day attended by E. P. Greenwood, presi- 
dent of the Great Southern Life. The 
business in force of approximately $60,- 
000,000 and assets of approximately $7,- 
000,000 are added to the Great Southern 
Life by the merger. Recently the Great 
Southern Life acquired the American 
Southern Life at Lake Charles, La. 

President Greenwood said that the to- 
tal business in force of the Great South- 
ern Life is now $295,000,000 with total 
assets of $38,000,000. He said that his 
company before the merger was writing 
more than $45,000,000 new business year- 
ly and since the consolidation expects 
to write more than $60,000,000 new busi- 
ness annually. 

“The twenty year history of the Great 
Southern has been one of continued and 
successful growth,” Mr. Greenwood said. 
“In addition to more than $33,000.000 of 
reserve funds to protect policyholders it 
has a surplus of more than $4,000,000. 

“The Great Southern has offices in all 
the principal cities of the nine states. 
The company is seventeen years old. On 
December 31, 1912, the Great Southern 
had admitted assets of $1,247,205, while 
on December 31, 1929, the assets to- 
taled $29,951,525. Of business in force 
the Great Southern showed $14,857,536 
on December 31, 1912 and a total of 
$224,213,394 just seventeen years later. 





NEWARK AGENCY WITH LEADERS 


The New Jersey agency of the Lin- 
coln National Life, which is under the 
supervision of Howard C. Lawrence, 
with headquarters in Newark, stood 
third among all of the agencies of the 
company for paid-for business for the 
month of February. The company 1s 
giving monthly prizes for the leading 
personal producers and a prize 1s also 
to be given for the leading producer of 
the year. In the monthly campaign no 
agent can win but one prize. 





F. H. SYKES IN THE SOUTH 
Vice-President Frank H. Sykes of the 
Fidelity Mutual is making an extensive 
tour of the southern agencies and_will 
swing back to Philadelphia via the Mis- 
sissippi Valley. \ 
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FIFTEEN YEARS 
LEGAL RESERVE LIFE INSURANCE IN FORCE 
GOES fs victvlancice cu eek xe Sen< TENE Se $ 97,686,266 
RED wis ais eetrinien sn Kee eG ban ae Pr 182,510,188 
eae wid arate ia ae hao afwle ls Sn, a ae 325,309,313 
Ss ee sisiviulicleieie Wile wie hrc ek Sits erations ee 498,969,554 | 
ok AE ee ee er ee eee ree ae 716,079,363 
BIOS dn is cure cho sicke Sere Wibaae Rcetats tole cate AP ee 886,589,365 
ADMITTED ASSETS 
od EO I oe eee els Wi Perr reer rrr me i 
CL ree MAN oer: ;. eiduennse SES ee 33,289,945 
Pe SP er so Tee oe ee sauces & 44,452,819 
on ree eae PR no ay sik <winiete 63,955,277 
rr Sm actatea ae erate ae Pe a si 90,713,613 
GUO hcivo-ce'sale Sateeeic ee ue ba baie epitis we *133,000,000 
* Approximate 
BANKERS LIFE COMPANY 
Established 1879 Des Moines, Iowa 
GERARD S. NOLLEN, President | 








AS WE SERVE 
WE PROGRESS 


Insurance in Force 


1923 - $1,000,000,000 


1927 - $1,500,000,000 
1930 - $2,000,000,000 


Massachusetts Mutual 


Life Insurance Company 
Springfield, Massachusetts 
Organized 1851 
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7 53% -  *.  toose brick yielded, With thoughts on the uncertainties’ ahead he added the day's 
° f sity, 8 earnings to his savings. Illness might come. The family was growing. There were 
a : ~ many new lands to clear. And here, guarded only by his secret and the fire, was his 
d 5 ; assurande Of life’s necessities. Here was his own and his children’s means to progress. 
ERS IN THE EARLY DAYS of the country, little more than one hundred years ago, no institution or individual was as trustworthy 
- : as one’s own hiding place. In chimneys, in old trees, in the ground, potential prosperity was stored through the foresight of 
mee ; the early settlers. Since man first emerged from obscurity, planning for tomorrow has laid the foundation for development 
on : It drew tribes together for greater safety, formed nations for greater strength, and is the basis of today’s security and 
the stability... . The great accomplishments of the future are being planned today. Through insurance, business-minded 
y 1s ; . 
ding Americans are preserving their estates, providing safety for the present and guaranteeing comforts and education for 
7 : succeeding generations. We have insured our national wealth, our current prosperity, and our continued progress. Through 
ar 
n no insurance premiums we have formed our greatest national reserve, supremely important because it exists for caleu- ~ 
lable purposes and because it is scientifically adjusted to individual-needs. Our wisdom and foresight are building a 
treasure-house of future well-being for the people of the United States.... tna writes virtually every form of a 
pe insurance protection. From coast to coast its 20,000 well-equipped representatives stand ever ready to serve you. 
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A reduced reproduction of the first in a new series of eleven Atna national advertising messages to 
appear during 1930. This series presents in a human and dramatic manner the story of the Aitna—and 
the story of insurance as an institution. It will bring, even to you who are actively engaged in the busi- 
ness, a fresh recognition of insurance as one of the great forces of our individual and national prosperity. 
ZETNA LIFE INSURANCE COMPANY - - - HARTFORD, CONNECTICUT 
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Rabbi Calls Insurance 
the Best Form of Thrift 


RABBI WISE AT SALES CONGRESS 








New York Clergyman Gives Hearty En- 
dorsement of Insurance at New 
York Sales Congress 





Hearty endorsement of the business 
of life insurance and the work of the 
agency forces was given by Rabbi Ste- 
phen S. Wise, nationally known speaker, 
who addressed the New York Sales Con- 
gress last week in the Hotel Astor. 

Dr. Wise declared that the business 


of life companies cannot be done as ef- 





RABBI S. S. WISE 
fectively by other agencies, that their 
records have demonstrated their stabil- 
ity and that the people should rely on 
them to fulfill the functions of life in- 
surance. He asserted that the compa- 
nies were as dependable as the United 
States Government in meeting their ob- 
ligations. 

The fact that life agents are contin- 
ually selling something that gives per- 
manent satisfaction, and not selling 
wares to be worn for an hour or things 
of fugitive value, makes their profession 
one of the noblest, declared the rabbi. 
He believes particularly strongly in the 
message of thrift that they preach, in 
fact, declared that life insurance is the 
best form of thrift in being today, chief- 
ly because it is fortified with an excel- 
lent amount of compulsion. Most men 
have the desire to be thrifty, but fail 
to resist the temptation to spend when 
a good opportunity comes their way. 
The life insurance premium notices make 
them resist the temptation. 

Dr. Wise said that he takes a particu- 
lar pride in his own insurance, that it 
gives him the satisfaction of knowing 
that after he dies his ideas will go on, 
that the causes he fought: for in life 
will be continued. He eulogized policies 
being taken out in favor of institutions, 
believing that here is a big field as yet 
undeveloped. 

As a proof of his feeling about insur- 
ance, Dr. Wise said that he believed 
that he was one of the few people who 
turn over all their excess earnings into 
insurance premiums. He has definitely 
renounced himself as the custodian of 
his own money because life companies 
are much better able to act as trustees. 


D. B. BELL DEAD 
D. Bates Bell, who was with the Trav- 
elers in Pittsburgh for forty-one years, 
died this month. 

















New York Life Agents’ 
1929 Record 


New insurance paid for . . . . $953,000,000 


. 3.07% 


Ratio of term insurance to total only . 


Life and Endowment Policies . . . . 96.93% 





New York Life Insurance Company 
MADISON SQUARE, NEW YORK, N. Y. 





Darwin P. Kingsley, President 
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Success Is Certain If 
Agent Will Pay Price 


HARD WORK ONLY NECESSARY 





Frank W. Pennell Savs Most Agents 
Refuse to Supervise Themselves Ef- 
ficiently; Advocates Enforced 
Quotas 





“Successes in the field of life insur- 
ance selling the same as in other lines 
of business have been always the re- 
sult of hard work,” declared Frank Pen- 
nell, general agent in New York City 
for the State Mutual Life, before the 
New York Sales Congress last week. “It 
is the old story but the great majority 





FRANK W. PENNELL 


of agents nevertheless still refuse to 
pay the price. That is evidenced by the 
totally unnecessary turnover every year.” 

Mr. Pennell, in his practical and in- 
spirational talk, defined genius as the 
intense desire to win, keeping on the 
job always, and never forgetting the 
goal. He said that the studies he had 
made of famous men always showed that 
personally they were not unusual, but 
that they were always hard, hard work- 
ers, with plenty of perseverance. He 
cited the case of Thomas A. Edison, who 
still works harder than three average 
men in a twenty-four hour day, and re- 
ferred to successes in other lines of en- 
deavor who achieved their reputations 
only after years and years of effort. 

Despite this known fact, Mr. Pennell 
said, numerous agents today have to 
be offered all sorts of inducements and 
offers to keep on the job. Unless they 
have an unusual determination and will 
power they seldom manage to keep all 
their time occupied in channels which 
are sure to bring results. 

The importance of a quota was 
stressed by Mr. Pennell. He told of 
what it had achieved in his own person- 
al case, how supervising himself had 
considerably increased his production 
and given him in eleven years ,a con- 
secutive weekly production record c¢x- 
cept when on vacations. The quota will 
make the agent make more calls, and 
those few extra calls will probably mean 
the difference between his success and 
failure. 





HEART DISEASE GAINING 

Heart disease has gained as a cause 
of death from 13% in/1920 to 17% in 
1929, according to the New York Lite. 
All diseases of the circulatory svstem 
including heart disease, diseases of the 
arteries and kidneys, have increased, ac- 
counting for 31% of the mortality among 


nl: -thg. company’s . policyholders. in-..1929. 
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Greenleaf Engineering 
Chart Approach Given 


DEFINES INVESTMENT ANGLE 





James Brady and Rodney Burr Also 
Offer Practical Approaches at 
Sales Congress 





An effective sales presentation using 
the chart method was demonstrated at 
the New York Sales Congress last week 
by Donald Greenleaf of the Ralph En- 
gelsman agency of the Penn Mutual 
in New York City. Mr. Greenleaf, a 
former engineer, has only been in the 
business a year and has had consider- 
able success, especially in selling engi- 
neers. Other practical approaches were 
given by James Brady of the McNamara 
Organization of the Guardian and by 
Rodney Burr of the Stuart Warner 
agency of the New England: Mutual. 

Mr. Brady in an able presentation of 
a retirement income plan stressed the 
fact that the premium is usually unim- 
portant to the prospect despite the 
agent’s fears and urged agents to always 
place emphasis on the plan. “Mr. Burr 
offered a presentation he has found ef- 
fective in selling personal friends. He 
tactfully gets their permission to work 
out a plan for their consideration and 
then on the second interview, attentpts 
to close them. 

The approach given by Mr. Greenleaf 
was worked out for an engineer pros- 
pect, but can be used with slight chang- 
es for almost any type. It is an effec- 
tive picture of insurance as an invest- 
ment. 

Here is the approach in Mr. Green- 
leaf’s words, the name of the prospect 
being “James D. Butler”: 

“Good morning, Mr. Butler, I am very 
pleased to see you again. As an engi- 
neer you use cross-section paper and 
curves a good deal in the study of your 
problems, don’t you? 

“Did you ever see the James D. Butler 
Time-Risk Curve before? 

“Mr. Butler, I didn’t come here this 
morning to ask you to listen to the 
usual distourse about life insurance. I 
want to show you a picture, in the lan- 
guage of the engineer, that shows cer- 
tain facts that I never realized when I 
was practicing that profession. 

“You are 35, aren’t you? Each year 
you try to put away some savings in a 
good sound investment or in a savings 
bank, don’t you? I suppose you con- 
sider 6% to be as liberal a yield as we 
can count on for a sound investment. 

“Here is your Time-Risk Curve. Sup- 
pose you are able to put aside $263 a 
year. The dash line on the chart shows 
the sum total of these deposits of $263 
per year for twenty-two years. By the 
twenty-second year you will have de- 
posited about $5,800. 

“Suppose you invest this $263 per year 
in good securities yielding 6% compound 
interest. The lower solid line represents 
the way you will gradually accumulate 
an estate by this method. By the twen- 
ty-second year this estate will represent 
$11,500. You then stop.making your an- 
nual deposits but allow the interest to 
accumulate. 


Immediate Guarantee 


“Suppose you invest the same $263 a 

year in Ordinary life, allowing your div- 
idends to remain with the company, the 
upper solid line represents the estate 
which you immediately guarantee to your 
family. After the twenty-second pay- 
ment the interest alone on these accumu- 
lated dividends will pay all future pre- 
miums for the rest of your life. You 
make no further payments and you have 
a guaranteed estate of $13,000. 
_“Note the point at which these two 
lines cross. You must successfully in- 
vest at 6% compound interest until you 
are 59 years old before you have built 
up an estate as large as that which you 
can immediately guarantee by life in- 
surance, 

“It is true that if you live and suc- 


cessfully invest until a retirement age 
of 65 you would accumulate a larger 
estate by the 6% investment method 
than you would by life insurance, but 
let us look at the chart a moment. Is 
the possibility of gaining that small 
shaded area at the top worth the risk 
of losing all that large area? 

“Now, Mr. Butler, let us see how we 
can apply this investment principle to 
your own individual needs.” 





ANNOUNCE ADVERTISING PLANS 





Assessments of Agents and General 
Agents Announced by Chairman 
Mulligan at Sales Congress 
The financing plan for the proposed 
advertising campaign by the New York 
Association of Life Underwriters was 
announced at the Sales Congress last 
week by Frank~J. Mulligan, chairman 
of the association’s advertising commit- 
tee. Mr. Mulligan stressed: the fact that 
all members would be notified always 
before the advertisements were pub- 

lished. 

General agents of the association will 
contribute $10 per $1,000,000 of their 
agency’s annual business, although $250 
is the maximum that will be assessed 
one agency. Already $3,000 has been 
pledged by a few of the general avents. 
Agents of the association will contribute 
$3 per $100.000 of their annual produc- 
tion, with $20 as the maximum contri- 
bution. 

Mr. Mulligan announced that Mana- 
ger Bawden of the association will be 
glad to receive any pledges or pre-pay- 
ments by members immediately, so that 
the campaign can be started as early 
as possible. 





REAL CULTIVATION 


F. G. Crowley, who represents the 
Truman H. Cummings agency of the 
Northwestern National Life of Minne- 
apolis at Merrill, Mich., must hold some 
kind of a record for intensive cultiva- 
tion of territory, having insured the ma- 
jority of the residents of the village. 
Out of a population of 200 persons Mr. 
Crowley reports that 115 are his policy- 
holders. 





BANK’S INSURANCE DEP’T 
The Cambridge Savings Bank of 
Cambridge, Mass., has established an in- 
surance department in accordance with 
the Massachusetts Savings Bank Life 
Insurance system. This is the four- 
teenth insurance department estab- 


lished and the fourth since November 1, 
1929. 
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H. E. TANK’S ANNIVERSARY 


Henry E. Tank, assistant manager of 
the Travelers’ life department at Chi- 
cago, has celebrated his twenty-fifth an- 


niversary with the company. He has 
been with the branch there ever since 
it was established. 





JOINS PARET AGENCY 


Howard J. Smith, who has been tak- 
ing the Provident Mutual Life corre- 
spondence course, has joined the Cam- 
den office of the Louis F. Paret agency. 
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LIFE PRESIDENTS’ FIGURES 





February Gain in Business Wipes Out 
January Loss for Year; Industrial 
Still Low 


New life insurance written in Febru- 
ary was 3.1% more than in that month 
last year, according to the Association 
of Life Presidents’ figures. January had 
shown a decrease, but the February to- 
tal makes a gain for the year to date 
of one-tenth of 1%. 

For February the total new business 
of all classes written by the forty-four 
companies was $1,003,478,000 against 
$973,048,000 during February of 1929, 
New ordinary insurance amounted to 
$730,735,000 against $683,663,000—a gain 
of 6.9%. Industrial insurance amounted 
to $212,813,000 against $230,778,000—a 
decrease of 7.8%. Group insurance was 
$59,930,000 against $58,607,000—a gain of 
2.3%. 





TRUST COMPANY EXHIBITS 


Included among the many bank and 
trust company exhibits at the New York 
Association’s Sales Congress last week 
were those of the Bankers Trust Co.; 
Chase National, Fidelity Trust, Guaran- 
ty Trust, Irving Trust, Chatham-Phenix 


‘allof New York; and the Fidelity Union 


Trust of Newark, N. J. 





BROKE U. S. AGENCY RECORD 


The paid-for production. of the New- 
ark division of the Sun Life of Canada 
for the month which .ended March 12 
totaled $1,039,000. The total paid-for 
business for the first three months of 
the year amounts to $2,664,000. The Jer- 
sey City office of the company broke 
the United States record for the com- 
pany for any one agency by paying for 
$2,100,000 for the month ending March 12. 
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Mayor Walker Tosses 
Eulogy to Insurance 


ADDRESS BEFORE N. Y. BANQUET 





Puzzled Crowd for a Time When He 
Told of Campaign Against “Policy,” 
the Gambling Game 





The attendance at the annual dinner 
of the Life Underwriters’ Association of 
New York could not have been any big- 
ger on Thursday night of last week 
because there wasn’t any more room. 
Probably fourteen hundred were pres- 
ent. Mayor James J. Walker, New 
York’s perfect after dinner speaker, 
showed up as promised—it was nearly 
10 o’clock when he came in without 
flourish of trumpets and alone—and in a 
short time he was launched on his talk. 

After the preliminary kidding, which 
always characterizes his addresses and 
which puts every one in good humor, 
the Mayor got serious and proceeded to 
pay one of the finest tributes to life 
insurance which has yet been heard in 
the House of Insurance Tributes; in 
other words, the Astor. He began by 
telling how his father arrived in this 
city, an immigrant, and soon found that 
there were two institutions upon which 
even the most humble and poor could 
place reliance: savings banks and life 
insurance. 

Had Them Guessing 

While in the midst of his eulogy of 
insurance he gave as an instance of 
the fine service done by insurance the 
action of one company in helping to 
suppress “the five and ten cents policy.” 
This sounded like an attack on Indus- 
trial insurance. President John C. Mc- 
Namara looked up at the ceiling; George 
T. Wight and Charles G. Taylor, Jr., of 
the Association of Life Insurance Presi- 
dents, tapped the table nervously with 
their fingers; James Victor Barry and 
J. K. Voshell, Metropolitan, and Robert 
H. Bradley, Prudential, frowned. Upon 
investigation later The Eastern Under- 
writer learned that the “five and ten 
cent policies” to which the Mayor re- 
ferred were not insurance policies, but 
had to do with the gambling game of 
“policy,” now nopular in the colored 
section of Harlem, a five and ten cent 
gambling game known sometimes as 
“Numbers.” 

The Mayor was referring to the cru- 
sade of 1900 when Captain F. Norton 
Goddard, a Republican district leader, 
formed the Anti-Policy Society for the 
suppression of an evil which it was then 
claimed held 100,000 people of the town 
in its grip. It was a form of lottery 
by which poor people could buv “pol- 
icy slips” for a few cents and stand a 
chance of winning a lot of money. One 
of the big life companies threw its in- 
fluence with the Anti-Policy Society as 
its agents were in a position to know 
the harm that this lotterv did the poor. 
It all resulted in the arrest of “Al” 
Adams, the “Policy King,” his incarcera- 
tion in prison, and the break-up of the 
policy shops. 

Ray Clapper’s Illuminating Talk 

Raymond Clapper, manager of the 
Washington Bureau of the United 
Press, recently returned from the Lon- 
don Naval Conference, gave an inside 
picture of MacDonald, Tardieu, Stimson 
and other figures at the London con- 
ference, a short and most dmteresting 
banquet feature. Joseph P. Day, direc- 
tor in the Metropolitan Life, and one 
of the city’s greatest salesmen; and Ed- 
mund Vance Cooke, humorist, lecturer 
and poet, also talked. The Red Ar- 
tow Male Quartette of the Pennsylva- 
nia Railroad had the audience applaud- 
ing for more. 

Introducing Celebrities 

It would have needed a head table 
made of India rubber and shaped like 
the letter U to have furnished enough 
seats for all the well-known persons 
present. President McNamara was an 
excellent showman. At intervals he 
would arise and introduce a celebrity 
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who would hop up, sometimes from the 
floor (as in the case of United States 
District Attorney Charles H. Tuttle). 
Some prominent leaders, such as Mor- 
gan B. Brainard, president of the 
Aetna, sat with their agents. Both Al- 
bert Conway and James A. Beha were 
introduced. It was the only big insur- 
ance dinner which Mr. Conway has at- 
tended where he was not called on for 
a speech. Mr. McNamara can pat him- 
self on the back for having been the 
central figure in an insurance dinner 
which had variety, humor, human in- 
terest and a good company of guests. 


PRIDDY IN HOSPITAL 
Lawrence Priddy, former president of 
the National Association of Life Under- 
writers, is ill in a hospital at East End 


avenue and Eighty-sixth street, New 
York. 





AGAINST CHARGING FEES 
At the request of the Oklahoma As- 
sociation of Life Underwriters the Cham- 
ber of Commerce of Oklahoma City has 
issued a warning against “insurance 
counsellors” and “insurance advisors” 
who look at policies for a fee. 








Intelligent Progression 


HE MUTUAL BENEFIT was organized in 1845, and for 
upwards of eighty years has been administered by a succession 
of directors and officers whose conduct of its affairs has merited 

and received the confidence and approval of hundreds of thousands of 
policyholders. Not only has its history been marked by the fidelity, 
ability, and integrity of the officials who from time to time have 
been responsible for the Mutual Benefit’s financial management, but 
the Mutual Benefit has also been distinguished throughout its history 
for intelligent progression in the provisions of its contracts which, 
with unbroken adherence to sound actuarial principles, have made 
the Mutual Benefit a leader in life insurance underwriting. As 
improvements in contracts have been developed, liberalizing their 
provisions, the new benefits have been uniformly extended to earlier 
outstanding contracts, in so far as possible, thus securing to the 
earliest policyholders the benefits enjoyed by the latest. 


The Mutual Benefit Life Insurance Co. 
NEWARK, NEW JERSEY 








New Fund Provides For 
Diverse Investing 


CALLED CITY FARMERS’ FUND (C) 





Newly Organized Company of City Bank 
Farmers’ Trust Offers Form of In- 
vestment for Insurance Proceeds 





The new affiliate of the City Bank 
Farmers’ Trust Co. of this city—City 
Farmers’ Fund (C), Inc.—was announced 
by James H. Perkins, president of the 
trust company, at a luncheon in the 
Astor a few days ago. In the audience 
were a number of prominent insurance 
men, including Presidents Loomis, Con- 
necticut Mutual; Fulton, Home Life; 
and Dickenson, Security Mutual; Vice- 
Presidents Davis, Provident Mutual; 
Thurman, Mutual Benefit; MacLean, 
Guardian; and Franklin W. Ganse, Bos- 
ton. The reason for the formation of 
the City Farmers’ Fund (C), Inc., and 
how it will operate is described as fol- 
lows by the City Bank Farmers’ Trust: 

“The executives and directors, togeth- 
er with many of the largest investors 
of this country, believing in the contin- 
ued and increasing prosperity of Am- 
er.ca, recognize that a carefully selected 
stake in the business of the country, 
gained by the diversification of invest- 
ment in the stocks as well as the bonds 
of many companies and industries, will 
give security of principal, reasonable and 
increasing income and an opportunity 
for capi.al appreciation. These are the 
principles which led the City Bank 
Farmers’ Trust Co. to create its City 
Farmers’ Fund (C), Inc. At the pres- 
ent time it is necessary that estates be 
administered as separate entities. In or- 
der that the beneficiaries of trusts in 
which the City Bank Farmers’ Trust 
Co. is appointed trustee, may enjoy a 
plan whereby funds might be mingled, 
City Farmers’ Fund (C), Inc., was or- 
ganized. 

“No interest in Fund (C) can be ob- 
tained by any one, except by the estab- 
lishment of a trust with the City Bank 
Farmers’ Trust Co. Under this plan 
each individual trust, while sharing in 
its proportion of the profits and capi- 
tal gain, holds its senerate administra- 
tion entity, except for investment pur- 
poses. The stock of Fund (C) is to be 
a form of investment available for liv- 
ing and insurance trusts which are cre- 
ated by trust agreements as well as tes- 
tamentary trusts created under the will. 
Only by a specific authorization in the 
trust instrument by the maker of the 
trust may the trustee buy stock in this 
new corporation. 

“Three advantages of this new invest- 
ment are: (1) A payment of income that 
will compare favorably with ordinary in- 
come-bearing securities; (2) The con- 
servation of principal through distribu- 
tion of risk, and (3) An opportunity 
for appreciation through careful man- 
agement. It is believed that this an- 
nouncement will be of great interest 
to the insurance underwriters in that 
this new plan embodies the life insur- 
ance comnanies’ idea of a great pool 
which will 2ssure diversification of in- 
vestment. There will be no additional 
charge for this service.” 





W. G. TOWNSEND PROMOTED 

William G. Townsend, who has been 
an assistant superintendent of the Bay- 
onne, N. J., district for The Prudential 
since 1911, has'been promoted to a su- 
perintendency-in the same district. H:« 
became an agent for the company on 
November 11, 1907, joining the Jersey 
City district. Since that time he has 
been connected with the Jersey City. 
Greenville and Bayonne districts. 





Indifference to success is one sign of 
failure, 
News.” 


says the “Life Underwriters’ 
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Metropolitan Life Insurance Co., Dept. 3 EUO 
One Madison Avenue, New York 


Please mail, without charge, booklet “Let 
Budget Help” which shows how to make in- 
comes cover necessary expenditures — with 
something left over—and gives full details 
relating to budgeting incomes ranging from 


The great English writer, Arnold Bennett, 
said, “I suppose that for the majority of 
men the suspension of income for a single 
month would mean either bankruptcy, the 
usurer, or acute inconvenience.” 


t~~s mw omtem F 8 


MAN has small chance to get 

somewhere and be somebody if 
he is entirely dependent upon his next 
pay-check. He is likely to be as helpless 
as a child if his income stops. 


Many a man finds himself in a rebellious frame of 
mind and sorry for himself because he is “broke.” 
He feels bottled-up, half stifled, almost handcuffed 
and shackled. . Unhappy in his work, he does it 
half-heartedly, badly. 


He wants to quit his job but he doesn’t dare. His 
boss would like to discharge him but waits because 
he is sorry for him and his family. 


If a man has not learned how to live within his 
income, it makes little difference whether he earns 
$1,000 or $10,000—he will always be in trouble. 
But budgeting his weekly or monthly salary to cov- 
er expenses for the necessities and comforts of life 
will show him how to live within his income what- 
ever it may be. 


Do you know how the experts arrange a budget 
for salaries from $1,000 to $10,000? Do you know 
what per cent of the income should be spent for 
each of the general expense items—food, shelter, 
clothing, household operating expense, insurance, 
education, entertainment and investment? 





$100 to $800 a month. 

















© 1930 Metropolitan Life Insurance Co. 


When speculation is submitted for investment the 
last hope for safety usually vanishes. 


Budgets have solved money problems in many 
homes. A typical illustration is furnished by a 
woman who provided a good home for husband, 
high school daughter and 12-year-old son on $200 
a month. She reported that when they attempted 
to live without a budget they were always in debt 
and worst of all in mental and physical distress. 
Since their conversion to “the budget way” they 
have found they are able to live better and save 
10 per cent. 


Have you ever experienced the peace of mind and 
satisfaction that result from an intelligent budget- 
ing of your income? With necessities provided for 
and a little money left over you have a far better 
chance to get ahead. 


Send for booklet entitled, “Let Budget Help,” 
which was written with a full understanding of 
the problems of those with limited incomes. Use 
coupon above. 


METROPOLITAN Lire INSURANCE COMPANY 


Freperick H. EcKER, PRESIDENT 


ONE Mane Ave:., New York, N. Y. 
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Behan First Deputy 


(Continued from Page 5) 

he will be chiefly remembered is in con- 
nection with. the Blanks Committee, of 
which he has been chairman for the last 
quarter of a century. His passing from 
the Convention, which has always rich- 
ly benefited from his loyal and able ser- 
vices, will be regretted by the whole in- 
surance fraternity.” 

‘Secretary Caldwell said: “I have 
known Mr. Appleton for many years 
and consider him one of the outstand- 





THOMAS F. BEHAN 


ing and most efficient officials in the 
Insurance Departments of the United 
States. He was of inestimable value 
to the convention as chairman of the 
Committee on Blanks. I have always 
found Henry D. Appleton faithful, com- 
petent and helpful. His services will 
be missed and very greatly missed, and 
as an officer of the convention I sincere- 
ly regret to lose his valuable aid and 
advice.” 

Mr. Appleton entered the New York 
Insurance Department at Albany as a 
clerk. It was at a time when John A. 
McCall, later to become president of 
the New York Life, was the commis- 
sioner. In 1897 Superintendent Louis 
F. Payn appointed him Second Deputy 
and in 1908 he was made First Deputy 
by Superintendent Otto Kelsey. Com- 
missioners came in and went, all of them 
relying a lot upon Mr. Appleton’s judg- 
ment and faithful service. 

The New First Deputy 

It was as an office boy that the new 
First Deputy joined the New York De- 
partment. Mr. Behan had been educat- 
ed in private and public schools of Al- 
bany. He studied law and in 1906 was 
admitted to the bar. His promotions 
were to clerk, order clerk, chief clerk 
and Third Deputy, getting the latter 
post in 1906. In 1909 he was placed at 
the head of the Corporate Bureau and 
in 1927 was designated executive assis- 
tant. 





VIRGINIA STATISTICS 
According to the Institute for Re- 
search in the Social Sciences of the Uni- 
versity of Virginia, life insurance cover- 
age in Virginia has increased more than 
200% in the last ten years. 


National Association 
Activities Reviewed 


EXECUTIVE COMMITTEE MEETS 





’ Hull, Oakes and Others Tell About Stim- 


ulating Interest In Education and 
Among Local Associations 





The National Association of Life Un- 
derwriters’ executive committee met at 
the Hotel Astor last Friday. An inter- 
esting report of the activity and ac- 
complishments of the National Asso- 
ciation during the past eight months 
was presented by Managing Director 
Roger B. Hull. He said that perhaps 
the principal development of the head- 
quarters’ work has been along the line 
of more personal and individualized ser- 
vice to and contacts with the local units 
and members. He regretted that some 
of the smaller local associations were 
not making use of the National Asso- 
ciation’s new ideas, which he said was 
due chiefly to the lack of local lead- 
ership and vision. 

It was brought out by Mr. Hull that 
the association’s first direct-by-mail ap- 
proach to the members was most grati- 
fying. He said that “if half of the lapses 
were prevented and half of the insur- 
ance was written, that we were advised 
had resulted from the material which 
went out in that circularization, the ex- 
penditure of $1,200 was fully justified.” 

Turn Down Baltimore Resolution 

Treasurer Robert L. Jones announced 
that the association was in satisfactory 
financial condition; that the disburse- 
ments of the budget were very close to 
those anticipated. For the first time in 
history the publications committee shows 
a profit. 

An exhaustive report on institutional 
advertising was given by Julian S. My- 
rick, who said that results gained from 
the work which was started twenty 
years ago have proven the merit of ad- 
vertising. 

A resolution offered by Maurice H. 
Sterns, Providence, head of the resolu- 
tions committee, was laid on the table. 
This resolution, suggested by the Balti- 
more association, would decry against 
any investment of reserves of life com- 
panies in common stocks. 

An advisory nominating committee 
was named, consisting of Graham C. 
Wells, Provident Mutual, chairman; 
Lloyd Allen, Union Central; C. F. Axel- 
son, Northwestern Mutual; Fred Hath- 
away, Mutual Life; and Bolling Sibley, 
Penn Mutual. 

Local Association Aid 

Mansur B. Oakes, field consultant of 
the association, presented a_ practical 
plan for arousing more interest in small- 
er local associations especially to help 
improve the quality of their meetings. 
He has compiled comprehensive outlines 
of life insurance for the use of local 
townsmen who can thus acquaint them- 
selves thoroughly on the subject before 
speaking before the local associations. 
These outlines cover material for the 
use of lawyers, manufacturers, editors, 
bankers, ministers and head of women’s 
clubs. The local associations will have 
the advantage of an outside viewpoint 
if they make use of this literature. An 
outside influential man will come before 
the meeting and be prepared to discuss 
the subject of insurance in practical 
terms. 

The program committee of the next 











will be! 








TO ASSIST OUR 


The developing of practical ways and means of 
assisting in the location and placement of contracts 
is one of our first duties to our agents . . . and 


Philadelphia Life Insurance Company 
111 North Broad Street, Philadelphia, Pa. 


AGENTS 














National convention met Saturday and 
worked out a skeleton program for the 
convention in September. The members 
of this committee are: President S. T. 
Whatley, Leon Gilbert Simon and 
Roger B. Hull, representing the United 
States association; and Gordon Ramsey, 
Canada Life; J. H. Castle Graham, Lon- 
don Life; and Eric V. Chown, field su- 
pervisor of the Canadian association, 
representing the Canadian association. 





ONE ACQUAINTANCE TOO MANY 





Agent In Houston, Tex., Accepted A 
Ride and It Cost Him $40 
To Do So 


The tendency of agents to make 
friends with strangers on the theory that 
you can never tell who will become a 
prospect turns out sometimes to their 
disadvantage. A recent case is that of 
J. M. Stanley, an agent in Houston, Tex., 
of the National Life & Accident, who 
after alighting from a street car was 
asked by a man who drove up in an 
automobile if he didn’t want to ride the 
remaining four blocks home. 

“He was one of the most polite men 
I ever met.” said Stanley in discussing 
the incident, “but after riding two blocks 
from the street car he told me, suavely 


and with a smile, that it would be neces- 


sary to rifle my pockets. He not only 
got $40, but neither I nor the police 
have seen him since.” 





NOW A NATIONAL CHAIRMAN 

Lorry Jacobs, as governor of the 
Tenth District Advertising Federation 
of America, has been named one of the 
four national chairmen for attendance 
at the coming convention of the Adver- 
tising Federation of America to be held 
at Washington May 18 to 21. 





40 YEARS WITH PRUDENTIAL 

Fred V. Rodrigo of the industrial 
claim department at the home office of 
The Prudential has become a member of 
the forty year class of the Old Guard 
Association of the company. 


HOUSTON PLAYLET 
The Houston Life Underwriters’ As- 
sociation at its monthly meeting saw a 
playlet on business insurance presented 
by the Joe Smith agency of the Aetna 
Life. 








President W. L. Talbot of the Fidel- 
ity Mutual left on March 16th to vis- 
it a number of the mid-western agencies 
of this company. 





Earl D. Fields, assistant manager of 
the John Hancock, Fort Wayne, Ind., 
committed suicide by drinking carbolic 
acid. 


ON CONTRIBUTORY BASIS 


On October 1, 1919, the Calumet. & 
Hecla Consolidated Copper Co. of Calu- 
met, Mich., entered into a non-contrib- 
utory group insurance contract with the 
Equitable Society on which the company 
paid the entire cost of the insurance 
program which protected more than 4,- 
600 employes for a sum in excess of 
$6,000,000. During the eleven years that 
this non-contributory group insurance 
program has been in force the Equita- 
ble has paid 556 death claims for a to- 
tal amount of $801,600, or an average 
claim of $1,441. 

Now the Calumet & Hecla Consoli- 
dated Copper Co. announces that it has 
extended its group contract on a con- 
tributory basis, i. e., the employes join 
with the company in the purchase of 
the protection. This supplementary 
contract protects 4,200 employes for $1,- 
000 each, provided they have been in 
the employ of the company for six 
months or more. The total coverage will 
exceed $4,000,000. Thus, under the ‘non- 
contributory and contributory contracts, 
the employes of the company have $10,- 
000,000 of group protection. 





SUES COMPANY FOR $50,000 

Sol Kreisman, formerly a general su- 
perintendent in Missouri for the Bank- 
ers Reserve Life Co., has filed suit in 
the St. Louis Circuit Court for $50,000 
which he alleges to be due him for com- 
mission on business placed with the com- 
pany while he was in its employ. He 
stated in his petition that he became 
general superintendent for the company 
June 1, 1922, and that the company ter- 
minated his contract last June after he 
had written a total of $6,000,000 insur- 
ance. The company denies the indebt- 
edness. 





HALL AGENCY COMPARISON 

The following comparative figures of 
the J. Elliott Hall agency, one of the 
most progressive of this city’s agencies, 
are of interest: 

Paid-for business February, 1930.$2,921,790 

Paid-for business February, 1929. 3,188,941 

Total for 1930 (year to date).... 6,919,680 

Total for same period 1929.... 6,986,421 


EQUITABLE GROUP CLAIMS 

From January 1 to February 28 the 
Equitable Society paid 1,040 death claims 
to beneficiaries under group policies for 
a total of $1,938,658. The average amount 
of claims paid was $1,864. 42% of the 
group had no other insurance. 


GOES INTO PRIVATE PRACTICE 

Joseph M. Proskauer has resigned as 
Justice of the New York Supreme Court, 
Appellate Division, and has become a 
member of the law firm of Proskauer, 
Rose & Paskus. 











GUARDIAN LIFE 





Established 1860 Under the Laws of the State of New York 





17-23 John Street, New York 
CORtlandt 8300 





MANAGERS 


INSURANCE (CO. 
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Home Office, 50 Union Square, New York City 





Uptown 





420 Lexington Ave.—LEXington 6715 
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Brainard and Luther 
Hand Out Awards Here 


REGIONAL TROPHY FOR KEFFER 





Bronze Medallions Are Given Twenty- 
Nine Agents Who Did Out- 
standing Work 





Morgan B. Brainard, president of the 
Aetna Life, and K, A. Luther, vice- 
president, came to town on Wednesday 
to present to members of the R. H. 
Keffer agency of the company - leader- 
ship awards which the company an- 
nounced in a recent number of “The 
Aetna-izer.” 

To Mr. Keffer was awarded the 
President’s trophy, a large silver plaque, 
as winner for general agency sales su- 
premacy in the Eastern division. To 
twenty-nine agents in the agency at 100 
William street were awarded twenty- 
nine bronze medallions. Mr. Brainard 
made a talk in awarding the plaque, and 
Mr. Luther handed out the medallions. 
The agency did $40,000,000 last year. 

Following the dinner, which was held 
at the Hotel Commodore, there were 
bridge games and informal discussion. 

President Trophy winners in other 
parts of the country were these gen- 
eral agents: Southern region, Elmer 
Abbey, San Antonio; Central, Friend L. 
Wells, Baltimore; Pacific, Neil Flenner; 
national award winner, A. E. Mielenz, 
Milwaukee. 





INTER-SOUTHERN LIFE PLANS 





Capital to Be Increased to $3,000,000 and 
Considerable Added to Surplus; Not 
Seeking to Control St. Louis Co. 
The Inter-Southern Life: of Louisville 
is planning to increase its capital from 
$1,250,000 to $3,000,000, the stock to be 
paid in at a large premium, thus adding 
$1,750,000 to capital and several millions 
to surplus. The stockholders’ meeting 
is on April 9. Part of the new money 
will probably be used to acquire the 
capital stock or the business of other 
life companies, details of which have 
not been worked out yet. The Inter- 
Southern has for some time past owned 
a small amount of stock of the Missouri 
State, but it is not to purchase control 
of that company nor is any purchase by 
the Inter-Southern of Southwestern Life 
stock contemplated. Associated Life 
Companies, Inc., a holding company ,of 
which President Arnett of the Inter- 
Southern is president, owns control of 
the Southeastern Life of Greenville, S. 
C., and a large block of stock of the 

Shenandoah Life of Roanoke. 





RICHMOND AGENTS MEET 


William R. Harrison, vice-president 
and superintendent of agencies of the 
Atlantic Life, was the principal speaker 
at the recent luncheon meeting of the 
Richmond Association of Life Under- 
writers. He told the underwriters that 
unless they planned their work they 
could not hope to accomplish a great 
deal. Dr. Raymond B._ Pinchbeck, 
instructor in the economics department 
of the University of Richmond, outlined 
the work the department is planning to 
put on that will lead to the C.L.U. de- 
gree. It was announced that Carlton P. 
Moffatt, former treasurer of the associa- 
tion, will serve temporarily in that office, 
as the association’s treasurer, J. M. 
Crump, has been transferred to North 
Carolina. 





SIMON SNIDER DEAD 

Simon S. Snider, sales supervisor for 
the Colorado Life, died at Los Angeles 
March 4, asphyxiated by ‘escaping gas 
from a heater in the hotel room where 
he was sleeping. Mr. Snider had been 
in Los Angeles for about three months 
on a business trip. He was formerly 
connected with the Bankers Life, Des 
Moines. Surviving him are his widow, 


One son and three daughters. 


VICTORY FOR F. A. WALLIS 





Former New York Insurance Man’s 
Fight for Cumberland Falls Bill in 
Legislature Wins Out 
The Kentucky Senate on March 10 
passed over the Governor’s veto the bill 
to accept the du Pont offer which will 
make possible for Kentucky the preser- 
vation of Cumberland Falls as a state 
park. The vote was 21 to 11, and took 
place in a chamber crowded with spec- 
tators. This is a big victory for Fred- 
erick .A. Wallis, former general agent in 
New York City of the Fidelity Mutual. 
He made the hardest fight of his life 


for three months to put over the “Cum- 
berland Falls as a park for all the peo- 
ple for all time.” 





FILE AGAINST COMPANY 

A receivership suit against the West- 
ern States Life Assurance Co. of Clay- 
ton, Mo., was filed in the St. Louis 
County Circuit Court at Clayton on 
March 13 by nine minority stockholders 
of the comrany who objected to the 
terms of the sale of the company’s busi- 
ness to the American Savings Life In- 
surance Co. of Kansas City. 


TO ISSUE “HOME PROTECTOR” 





New Policy For Family Men ” Low 
Cost Announced by Northwestern 
National Life 


The Home Protector, a “family in- 
come” policy similar to that originated 
by the Continental American Life, has 
been announced by the Northwestern 
National Life of Minneapolis. The new 
policy makes possible a complete life 
insurance program for the family man 
at a cost approximately half of that 
heretofore necessary to provide a family 
with life insurance protection covering 
the same needs. 

A feature of the Home Protector 
“Family Income” policy is that the pro- 
ceeds will guarantee the beneficiary an 
income of $10 per month for each $1,000 
of principal amount during those most 


important years while the children are 
growing up. At the end of the income 
period the principal amount will be paid 
the beneficiary. It is offered in amounts 
of $5,000 or more. 





Tiernon & Co., Buffalo insurance ad- 
visors, have moved to the Chamber of 
Commerce building there. 


HEAVY CHILD MORTALITY 





Metropolitan Life Finds Adults’ Care- 
lessness a Big Factor in Accidental 
Poisoning Deaths 
There is a heavy toll of deaths among 
young children due to the carelessness 
of adults leaving poison around, accord- 
ing to the results of an investigation 
made recently by the Metropolitan Life. 
The inquiry covered the accidental poi- 
soning deaths among the company’s 
19,000,000 industrial policyholders dur- 

ing the years 1926, 1927 and 1928. 

The investigation showed that more 
than half of the children who die from 
strychnine poisoning, which takes the 
heaviest toll, are victims of pills. or tab- 
lets left within their reach. The years 
surveyed also showed that nearly two- 
fifths of the persons who died from ac- 
cidental poisoning were under five years 
of age, and there was a large percentage 
of these in the second year of life. 





CUBAN ADVERTISING 
Managers of life companies in Cuba 
recently held a meeting at which the 
principle was approved of embarking on 
institutional advertising of life insurance 
in newspapers there. 








Personal Cooperation 
of Trained Representatives 


T wRroucH its well organized Branch Office 
and General Agency Service, available in practically 
all of the principal cities throughout the country, 
the MISSOURI STATE LIFE extends to field 
men the personal cooperation of trained repre- 
sentatives in each of its multiple lines 
Accident, Health, Group and Salary Savings. 


The progressive pioneering spirit of the MISSOURI 
STATE LIFE makes it a most desirable Company 
for the live, forward-looking Agent to represent; 
and its new liberal policy forms offer attractive 


selling plans. 


More than $1,224,000,000.00 
of insurance in force 


MISSOURI STATE LIFE | 
INSURANCE COMPANY 


HILLSMAN TAYLOR, President 


HOME OFFICE, ST. LOUIS, MO. 
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B. F. Shapro Gets Penn’s 
Frisco General Agency 


J. L. TAYLOR TO BE ASSOCIATE 





Shapro Entered Business as an Agent; 
His Unit System Has Attracted 
Wide Attention 





The mystery as to the future of B. F. 
Shapro, who recently resigned as gener- 
al agent of the Equitable Life Assur- 
ance Society at San Francisco, has been 
solved. He is going with the Penn Mu- 
tual as general agent in San Francisco. 
James L. Taylor, who succeeded J. B. 
Duryea as head of that agency, will 





B. F. SHAPRO 


remain with the title of associate gen- 
eral agent. 

Mr. Shapro has been an unique fig- 
ure in the Coast business. His unit 
system and other features of-the agency 
he ran, which produced $20,000,000 last 
year, has been widely copied in the busi- 
ness and an illustration of how it worked 
was put on the program of the Nation- 
al Association of Life Underwriters in 
the form of a sales demonstration at 
one of its annual conventions. Shapro, 
who teems with ideas, entered the busi- 
ness as a soliciting agent in San Fran- 
cisco. Nine months later his work had 
stood out enough so his company made 
him agency supervisor. He was trans- 
ferred to Oakland on January 1, 1914, 
aS agency supervisor and started from 
scratch a branch for the Shields general 
agency of San Francisco. In a short 
time he had a $4,000,000 agency; was 
appointed agency manager and got half 
of northern California for territory. 

In 1924 he was transferred to San 
Francisco and was made manager for 
all of northern California. His agency 
in the next year had reached $14,500,- 
000 production. In 1925 it was $26,- 
500,000. In April of last year the ter- 
ritory was divided. Shapro wound up 
1929 with $20,053,000. 

Shapro has always been active in life 
underwriting association ranks and is a 


member of the executive committee of 
the Life Insurance Managers’ Associa- 
tion in San Francisco. 
J. L. Taylor’s Career 

James L. Taylor, the new associate 
general agent in San Francisco, was 
Pershing’s private secretary during the 
great war and at its close he entered 
the life insurance business. After years 
of varied experience his services were 
acquired by the Penn Mutual, and two 
years ago he became a member of its 
educational department, There he had 
wide experience in recruiting, training 
and supervising life insurance agents. 
He is one of the country’s most suc- 
cessful trainers of life insurance sales- 
men, using the same effective methods 
that are employed in the most modern 
sales organizations of the great nation- 
ally-advertised businesses. Because of 
his ability in this direction, and because 
of his sk‘ll as an executive, he was sent 
to San Francisco last year as the Coast 
representative of the home office, and 
since the retirement of the then general 
agent in San Francisco he has been act- 
ing as manager of the agency. 





PRUDENTIAL APPOINTMENTS 





L. Marston Crump Leaves Richmond 
for Charlotte, N. C., Succeeding 
Charles Godfrey, Retiring 
L. Marston Crump, assistant superin- 
tendent of the Richmond district of The 
Prudential, has been made superinten- 
dent of the company’s’ district at Char- 
lotte, N. C. He succeeds Charles God- 
frey, who is retiring after being in the 

company’s service nearly forty years. 

W. T. Higgason, another assistant su- 
perintendent of the Richmond district, 
will take charge of the staff formerly 
supervised by Mr. Crump; while Dud- 
ley R. West becomes assistant super- 
intendent to succeed Mr. Higgason. W. 
A. Rich is superintendent of the Rich- 
mond district. 





SMALL ATTENDANCE 

Evidence that the affairs of the Na- 
tional Association of Life Underwriters 
are in good shape was indicated in the 
small attendance at the association’s ex- 
ecutive meeting last week in New York. 
Many committeemen from distant parts 
of the country did not bother to attend 
because they realized things were run- 
ning along smoothly and there were no 
problems up. 





C. L. Burton, president of the Robert 
Simpson Co., Toronto, has been elected 
a director of the North American Life. 


NEW YORK AGENTS MAKE HIT 





Sales Congress Features Al Hopkins and 
George Morrisey in Interview; Di- 
rection, James Elton Bragg 
The planned sales interview directed 
by James Elton Bragg and featuring 
two Penn Mutual agents, Al Hopkins 
as the agent and George Morrisey as 
the prospect, proved to be one of the 
hits of the New York Sales Congress 
last week. The interview was interrupt- 
ed by the address of Rabbi Wise, as he 
had to finish at a definite time on ac- 
count of another engagement, but was 
completed afterwards in accordance with 

the request of the congress. 


The interview was a typical represen- 
tation of an every-day sale, stressing 
income settlement rather than lump 
sum, The approach was made, suggest- 
ing that the prospect put his present 
insurance on the income basis. Mr. 
Hopkins made it a point to usually agree 
with everything the prospect said, and 
in that way gained his confidence. 


— 
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AVERAGE APP. $6,523 





Robert F. Bowman, Home Life, Phila- 
delphia, Sold Policy a Day All 
Through February 
Robert F. Bowman, while in charge 
of the supervision and training of 
salesmen in the agency of Mellor & 
Allen, Inc., in Philadelphia, for the 
Home Life of New York, recently 
adopted a novel but effective method of 
illustrating his talks and putting the 
punch of accomplishment into them, 
During December and January he had 
repeatedly expressed the idea that life 
insurance could be sold in spite of busi- 
ness depression and that persistent ac- 
tivity and intelligent application to well 
planned methods would meet with 

success. 

To prove this he personally began a 
campaign to make a specified number 
of calls and interviews and to obtain at 
least one application in each working 
day during February. He succeeded in 
his goal. He made his calls, secured his 
interviews and his applications, the 
average amount of which was $6,523. 














PENNSYLVANIA 


If you are interested in making a permanent connection with an old 
well established company with a progressive management and an .un- 
equalled dividend record, it will be to your interest to investigate our 


proposition. 
Address, 


PERMANENT, 
Care of The Eastern Underwriter, 110 Fulton Street, New York City 


OPPORTUNITY 











i eiaeenannemaepenainl son 




















New England Mutual Life Insurance Co. 


Boston, Mass. 
Chartered 1835 


NEW PAID INSURANCE 1929 
$147,858,997 


INSURANCE IN FORCE 
$1,202,101,059 
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Lincoln National Life 
Insurance Company. 





1851 





BERKSHIRE LIFE INSURANCE COMPANY is _ justly 
proud of its record’ for past year. 
The marked gain of insurance in force has resulted principally 
from the success and efforts of its loyal field force. 
New policy contracts—keeping pace with public demand. 
“AS«\ ANY BERKSHIRE AGENT.” 
BERKSHIRE LIFE INSURANCE COMPANY 


Incorporated 1851 
PITTSFIELD, MASSACHUSETTS 


1930 
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Gary. Elkhart . South Bend, 
Kokomo , Indianapolis, 
Evansville , Terre Haute, 
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THE COLONIAL LIFE INSURANCE Co. 
of America 


Insurance in Force 


Over ONE HUNDRED MILLION DOLLARS 


Home Office: Jersey City, N. J. 
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THE EQUITABLE 


LIFE ASSURANCE SOCIETY 
OF THE 
UNITED STATES 
393 Seventh Avenue New York City 
Thomas I. Parkinson, President 
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LIVE HINTS FOR BUSINESS 


Practical Suggestions 


George William 
A Bank i 


Tibbetts, vice-presi- 
Executive’s dent of the Ex- 
Ideas change Trust Co. of 


Boston, told Detroit 
life underwriters recently what he would 
do if he were a life insurance agent: 

“T would study to know life value. I 
would put into civil, political, religious 
and business life more than I expect in 
return. 

“I would know the economics affecting 
the great middle class, because 80% of 
your business is with that class. In- 
dustrial disputes and losses, capital and 
lebor affect your business more than 
any other causes. 

“T would develop new ideas and vi- 
sions. I would forget yesterday. I 
would believe in the brotherhood of man 
and equality of all classes. 

“T would believe in big business, as 
it really is, the big business of many. 
I would believe in prosperity, and I 
would, through organization, fight the 
propoganda of un-American influences. 

“T should have so much faith in my 
business that I would carry insurance 
until the payments hurt. I would want 
to know that my wife and family were 
amply protected before I tried to sell to 
anv other prospect. 

“T should send out birthday cards, with 
no company advertising on them. be- 
cause all men are more or less childish, 
and want to be thought of and remem- 
bered. 

“I should try to render service to my 
prospects and_ policyholders — unselfish 
service — anticipating their little needs 
and wants —do things for them in such 
a way that they realize there is no pos- 
sible profit to me except good will. 

“I should know my company’s con- 
tract and my company’s contract alone— 
and know it well, so that I could answer 
any questions, and I should leave the 
other fellow’s contract alone. 

*T should write my letters to my pros- 
pects in readable English, so that any 
one could understand them, leaving out 
such terms as ‘Endowment,’ ‘Optional 
Term,’ ‘Post-termination,’ and ‘Option X. 





ese 


tions to Help the Man With the Rate 
Book Increase His Income and General Effickency 


Y. Z.” and so on—you know what I 
mean, 

“I should advise life insurance trusts 
where I felt the use most advantageous 
to my client. 

“T should realize that the optional sct- 
tlements of my company were excellent 
for definite and specific purposes and do 
not fit all needs. 

“T should also dress neatly and at least 
have the appearance of prosperity. I am 
just leaving the thought that some don’t 
pay the attenion to their personal ap- 
pearance that they should. 

“T should not oversell my prospect—l 
should honestly sell him what my expe- 
rience would show that he really needs 
to protect his family in accordance with 
his purse. ; 

“T should not talk insurance every time 
I met my friends or prospects. 

“T should religiously send out change- 
of-age cards, reminding my prospects 
that thev could buy insurance cheaper 
if they followed my good advice.” 

x * & 

Joseph H. Reese of 

Book Value the Philadel nhi‘a 

of agency of the Penn 

Holdings Mutual Life, discuss- 

ing safeguards to 

American prosperity, tells the following 
incident : 

“Recently I had occasion to make a 
survey of the business insurance set-up 
of a moderate sized corporation in 
Philadelphia. They had carried busi- 
ness insurance under the Stock Purchase 
Plan for several vears. Examination 
of the agreements brought out the fact 
that the surviving stockholder had the 
privilege of buying out the interests of 
the deceased at the then existing ‘Book 


HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
FRANK J. HAIGHT, President 


INDIANAPOLIS 
Kansas City 





Omaha 




















Provident “Mutual 


Life Insurance Company of Philadelphia 
Founded 1865 











Value. Their accountants had charged 
off and depreciated this in an effort 
to take advantage of all the tax savings 
possible to the point that last year they 
paid an income tax on profits that were 
equal to 47% of the so-called ‘Book 
Value. My inquiry of the president, 
who held approximately 75% of the 
stock, as to what selling price he would 
place upon his interest, elicited the re- 
sponse that he- would not sell for three 
times the then existing ‘Book Value’ of 
his holdings. Yet, by signing the agree- 
ment, he had compelled his estate to do 
that very thing. In addition to this, 
the premiums on the insurance were be- 
ing paid by the corporation, no mention 
being made in the agreement concern- 
ing them. A moment’s reflection will 
bring out the fact that he was in real- 
ity paying 75% of the cost of buying 
out his own stock interest at one-third 
its real worth. 

“Stockholders certainly should take 
other than mere ‘Book Value’ into con- 
sideration; various factors assume 
greater or lesser importance in differ- 
ent organizations. Management, the 
net assets of the business on the basis 
of its present statement, its current earn- 
ing power, the dependence of earnings 
upon the life value of certain individu- 
als, goodwill, stability of product, and 
other factors all have a bearing on the 
valuation plan. 

“The feeling of confidence that is en- 
gendered by the assurance in the stock- 
holder’s mind that upon his death his 
estate will not only get a fair price for 
his interest, but that a market has been 
automatically created out of an uncer- 
tain one, undoubtedly aids in the build- 
ing of the business structure. 





SIX MORE STATES APPROVE 

The insurance commissioners of Colo- 
rado, Florida, Iowa, Louisiana, Tennes- 
see and West Virginia have approved 
life insurance policy riders which would 
exclude from the risks written, in the 
case of regular aviators, death result- 
ing from acronautical operations. 





EXCELSIOR LIFE APPOINTMENT 

Charles J. Ciceri has been appointed 
manager of the Montreal uptown branch 
of the Excelsior Life with offices in the 
Dominion Square building. 








A New Policy 


ENTHUSIASTIC RECEPTION 
ACCORDED NEW “GRADU.- 
ATED PREMIUM” PLAN 


For Particulars Phone 


CANADA LIFE ASSURANCE 
COMPANY 


H. W. JONES, Mgr. 


110 William Street 
New York City 
Beekman 6141-2-3 








NEW TRUST OFFICER 





A. B. Fisk Appointed by Chatham 

Phenix Bank; His _ Interesting 

. Career in Banking Business 

The Chatham Phenix Bank’s board at 
a meeting here has advanced A. B. 
Fisk to the position of trust officer. 
Since September, 1925, he has been as- 
sistant trust officer in charge of trust 
development, making a fine showing and 
numbering many friends among general 
agents and agents of life insurance. 
Through his efforts the insurance trust 
division of the bank was inaugurated 
in November, 1929. under the direction 
of E. A. McLaughlin. Mr. Fisk entered 
the banking field in 1910, since which 
time he has represented American bank- 
ing interests and investments in South 
America and the Orient with the ex- 
ception of his war service as first lieu- 
tenant of field artillery. 


LECTURES AT COLLEGE 

Sarauel B. Love, Virginia manager for 
the Mutual Life of New York. lectured 
recently before the classes in  insur- 
avce and social problems in the school 
of economics and business administra- 
tion at the College of William and Mary. 
his subiect being “Life Insurance and 
the State.” 











34 Nassau Street 


DAVID F. HOUSTON 
President 





The Rewards of Consistency 


F A BUSINESS MAN takes care of his business, the business takes 
care of him. Life insurance field work is a business, and subject 
to the principles of general business. Those who achieve in this 

work are those who give it their undivided and full thought and effort. 
Isn’t this merely natural and logical? 


Life insurance field work under satisfying conditions is a career 
giving opportunity for achievement and profit according to ability and 
undivided effort. THe Mutuat Lire INsuRANCE Company OF New YORK 
affords such conditions to its field workers. Life insurance in all stand- 
ard forms, annuities, disability and double indemnity benefits, prompt 
and equitable dealings, and facilities for serving policyholders in 
practical ways combine to make its agency force successful. 


Earnest-minded men and women of character and ability contem- 
plating a career in full-time field work are invited to apply to 


The Mutual Life Insurance Company 
of New York 


New York, N. Y. 


GEORGE K. SARGENT 
2nd Vice-President 


and 
Manager of Agencies 
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State Mutual Promotions 








Three of the State Mutual head office 
men who figured in the promotions made 
‘by the board of directors on March 11 
are shown on this page. They are 
Stephen Ireland, vice-president and su- 





STEPHEN IRELAND 


perintendent of agencies, who was elect- 
ed to the board; Ross B. Gordon, vice- 
president and supervisor of applications ; 
and Nelson P. Wood, secretary, elected 
to succeed the late D. W. Carter. 


NELSON P. WOOD 








E. J. BRERETON ANNIVERSARY 


i. J. Brereton, superintendent of the 
supply department of the Travelers, 
last week completed a quarter century 
of service with the Hartford company. 
When he first came with the company 
there were only six persons including 
himself in the supply department, while 
now there are eighty persons required 
to handle the business. Mr. Brereton 
received the good wishes of many at the 
home office last week. 





CUT MINIMUM TO $5,000 
E -ffective March’ 11 the minimum 
amount in which the Union Central will 
issue its special Endowment at Age 85 


will be $5,000 instead of $10,000. 








ROSS B. GORDON 








JOINS BROTHER IN AGENCY 


H. E. Kriss, who has joined the Cleve- 
land agency of the Guardian Life, is a 
brother of Russell K. Kriss of that agen- 
cy, who is tied with Jacob Grob as lead- 
er in the number of weeks of consecu- 
tive production, having eight years and 
four months to his credit. 





BLOSSOM AGENCY DINNER 


The Walter L. Blossom agency of the 
Connecticut Mutual Life in Erie, Pa. 
which had the greatest sales gain in 
1929, held a dinner in Erie at which 
James Lee Loomis, president of the 
company, and Leslie R. Martin of the 
home office were present. 





ATLANTIC LIFE APPOINTMENTS 

The Atlantic Life has announced the 
appointment of L. D. Ginger as general 
agent for Indianapolis and surrounding 
counties, and that of W. E. McGoodwin 
for Columbus, Ohio. Mr. McGoodwin 
was instrumental in forming the Capital 
Mutual Casualty of Columbus last year, 


of which he is president and general 
manager. 





Aviation Report 


(Continued from Page 1) 


Canadian companies represented. The 
Canadian companies are following the 
recommendations of the Actuaries Club. 

“The Actuaries Society of America 
through a special aviation committee in- 
vestigated the aviation hazard but made 
no recommendations in its published re- 
port. Although the Fund does not de- 
sire to make recommendations toward 
the ultimate solution of the aviation life 
insurance problem, it appears reasonable 
to make a few suggestions for the con- 
sideration of the industry. 

“The logical method for the standard- 
ization of aviation statistics for insur- 
ance purposes appears to be the estab- 
lishment of a central statistical, rating, 
adjustment and legal agency, located 
where it may have easy access to all de- 
partments in which aviation mortality 
statistics are recorded. 


“Following the European practice, this 


agency might be financed by the insur- 
ance industry as a whole or by a group 
of companies. 

“Such an organization could very 
easily keep the mortality experience rec- 
ords up to date and select, rate, classify 
and adjust all aviation risks,” 


MORE F. B. PATTERSON COVER 





Cash Register Man Now Carries $5,480,- 
500 of Life Insurance, All Payable 
to His. Estate 

Frederick B. Patterson, president of 
the National Cash Register Co., now is 
covered by $5,480,500 of life insurance. 
This makes him one of the most heavily 
insured men in the world. All of this 
insurance is personal, none being for 
corporate protection. The additional 
coverage of $1,660,000 was placed by 
William O. Cord, general agent of the 
Penn Mutual at Dayton. O., seven com- 
panies participating. This is the third 
time that Mr. Cord has given life in- 
surance service to Mr. Patterson. The 
first was in June, 1926, and the amount 
was $1,200000. In January, 1929, $1,810,- 
500 was added. Mr. Cord has. for many 
years been one of the leading producers 
of the Penn Mutual. All of Mr. Pat- 


terson’s insurance is payable to his es- 


tate and is for its protection and con- 
servation. 





AFTER JUVENILE RISKS 
The National Fraternal Congress is 
taking the position that its members 
must nay mere attention to juvenile bus- 
iness in order to hold its own. 
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Knowledge 
that Counts 


OR YEARS, 
men who sold insurance 
learned the business by a 
rather crude sales process— 
a hit-or-miss experience. 
Selling was unorganized. 
Just what life insurance did 
for the individual and busi- 
ness in general was not 
clearly defined and explained 
to the buying public. 

Recognizing the vital need 
for well-trained agents, The 
Travelers inaugurated the 
first school for insurance 
salesmanship in the year 
1903. Since that time, hun- 
dreds of Travelers represent- 
atives have assimilated a 
thorough selling knowledge 
of insurance that has ma- 
teria:ly contributed to their 
success and prosperity. It 
is not uncommon to hear of 
a successful agent spoken of 
as a Travelers-trained man. 


A representative of The 
Travelers takes to his voca- 
tion with confidence and 
under the guidance of 
thoroughly practical sales- 
men. These men work 
wholeheartedly with him 
and without exacting a com- 
mission penalty for their 
services. 


Under such advantages, 
is it any wonder that selling 
Travelers lines offer valu- 
able and profitable careers. 


If you know a man who ought 
to b2 in the insurance business, a 
man who shou!d get started right, 
who would profit from Travelers 
training, put him in touch with 
thenearest Travelers branchoffice, 
or Walter E. Mallory, Agency Sec- 
retary of Th2 Travelers Companies 











Hartford Connecticut 









































Page 18 






A Sa 
THE EASTERN 
UNDERWRITER 








DL ESE IES 


Haman inves tp 





March 21, 1930 





THE EASTERN UNDERWRITER 





Owned and poe tegy every Friday by The Eastern Underwriter Co., 
Office and gy of business, 


Corporation. 
Fulton Street, New York, N 


CLARENCE AXMAN, President 


a New York 
The Eastern Underwriter Building, 110 


Y. Telephone Beekman 2076. 


W. L. Hapiey, Secretary 





Editorial Division 


CLARENCE AxMAN, Editor 
Epwin N. Eacesr, Associate Editor 
J. D. CaLpERwoop, Assistant Editor 


JEROME PHILP, Managing Editor 
W. L. Capp, Associate Editor 
C. V. Linpuey, Assistant Editor 


A. V. Gross, Editorial Secretary 





Business Division 
W. L. Hapiey, General Manager 
G. P. Reap, Office Secretary 





Subscription price, $3.00 a year. 


Single copies, 25 cents: 


Canadian subscriptions, $1.00 


for postage should be added. Other countries outside of Canada, $1.50 for postage 


should be added. 


Entered as macont: class matter April 1, 
of March 3, 1879 


1907, at the post office of New York City under the act 





HENRY D. APPLETON RETIRES 
Well done, good and faithful servant! 
That is the universal sentiment which 

insurance men will voice of the type of 

work which has been done for the state 
of New York by that modest, efficient 
and unflagging veteran in Departmental 
vineyards, Henry D. Appleton, who re- 
signed a few days ago as First Deputy 

Superintendent of New York State. 
The work of the Albany Deputy con- 

sists of a general supervision such as 
may be exercised by an executive in any 
large institution, assisted by competent 
and industrious bureau chiefs. The in- 
coming and outgoing mail must to a 
degree pass over the Deputy’s desk. He 
is expected to aid the bureau chiefs 
when they want advice. The organiza- 
tion clicks like a machine. Actuarial 
matters go to the actuary; agency mat- 
ters, including brokers, adjusters, to the 
chief of the agency division; statistical 
memorandum to the head of that divi- 
sion. General correspondence, the vol- 
ume of which is very large, necessarily 
goes to the bureau heads, and if legal, 
the counsel is consulted. No new rul- 
ings are made without consultation with 
the Superintendent. 

It is as chairman of the Committee 
on Blanks of the National Convention 
of Insurance Commissioners that Mr. 
Appleton’s work has attracted nation- 
wide attention. Under the procedure, 
which has been of gradual growth, the 
committee functions through various 
sub-committees designated by the chair- 
man, Reference thereto is carried an- 
nually in the report of the Committee 
on Blanks. The secretary of the com- 
mittee is the actuary of the New York 
Department. The statistician is clerk of 
the committee. Suggestions coming in 
to the secretary are made in accordance 
with the rules of the committee. An 
elaborate agenda is prepared for the 
annual meeting of the Committee on 
Blanks in May under the supervision 
of the statistician, and the record of 
such suggestions may be passed on di- 
rect to the secretary, or, if not to him, 
then direct to the actuary. All of this 
entails a vast amount of correspondence. 
Such records, when they are brought 
together for the agenda, are checked 
‘out. by the statistician and by the ac- 
tuary. Each member of the committee 
receives a copy of the agenda. The sub- 
committees pass on the recommendations 
relating particularly to the blanks in 
which they are interested. Of course, 
many of the suggestions are applicable 


to all blanks and must be passed. tipon 
by all of the sub-committees. The re- 
ports of the sub-committees are brought 
up at the annual meeting in May of the 
Committee on Blanks. After changes are 
discussed by the full committee, acting 
upon the reports of the sub-committees, 
the report of the Committee on Blanks 
is adopted by the committee and printed 
copies of it are distributed to all depart- 
ments. Usually it is customary for a 
sub-committee of the Committee on 
Blanks to formulate the final report of 
the committee. 

The foregoing will give an idea of the 
amount of routine work in the Commit- 
tee on Blanks, one of the most impor- 
tant in the commissioners’ convention 
although by its very nature not a type 
of work which reflects the drama or 
human interest of the business. 

In all his years as chairman of that 
committee Mr. Appleton has never been 
accused of being arbitrary, unreasonable 
or making an issue of petty details. 





INSURANCE TRUSTS PILE UP 


One of the fastest developing -affiia- 
tions of life insurance in the country 
is that having to do with the care and 
development of the proceeds of life in- 
surance by the banking institutions. The 
amount of new life insurance proceeds 
placed in trust throughout the United 
States in 1928 was $700,000,000. From 
American Bankers’ Association channels 
The Eastern Underwriter learned that 
last year the amount had grown to $1,- 
200,000,000. Life insurance proceeds to 
the amount of $175,000,000 were placed in 
trust in New York City. 





ST. LOUIS LICENSE HEARINGS 





Development of Fight Between General 
Agent J. P. Sullivan and Some Mem- 
bers of St. Louis Managerial Ass’n 

The Missouri Insurance Department 
has held quasi-public hearings to clear 
up the jam in St. Louis following com- 
plaints against James P. Sullivan, for- 
mer general agent Lincoln National, and 
Sullivan’s counter charges against Strat- 
ford L. Morton, Connecticut Mutual, and 
Flavel L. Wright, Northwestern Mutual. 
The controversy grows out of the hold- 
ing up of Sullivan’s license by the De- 
partment and the fight against Sullivan 
in pushing the Lincoln National’s Eman- 
cipator policy. 





William D. Winter, president of the 
Insurance Society of New York, and 
vice-president of the Atlantic Mutual, is 
going to Europe the first week in April. 














The Human Side of Insurance 




















PAUL ’E. 


HAID, JR. 





E. C. BLACKFORD 








Paul L. Haid, Jr., son of the president 
of the America Fore Companies, is at- 
tending the Judson School at Phoenix, 
Ariz., where desert schools for hoys are 
becoming increasingly popular. Paul, 
Jr., is an expert horseman, and the above 
picture shows him with “Daisy,” which 
was presented to him by friends of his 
father. Paul L. Haid recently visited 
his son in Phoenix. 

* * * 

Henry A. Keck, supervisor of accounts 
for the Continental of the America 
Fore group, has been presented with a 
“long service” medal by Chairman Er- 
nest Sturm in recognition of his twenty- 
five years of continuous service with 
the company. 


* * * 


L. Bracket Bishop, of Chicago, for- 
merly manager there for the Massachu- 
setts Mutual Life, and J. L. Shuff,. of 
Cincinnati, formerly manager for the 
Union Central Life, are among the in- 
surance men spending the winter in Mi- 
ami. Both are ex-presidents of the Na- 
tional Association of Life Underwriters, 
Mr. Bishop being the oldest living ex- 
president. Before retiring from active 
business Mr. Bishop had been forty-one 
years with the Massachusetts Mutual. 

at Nea 


Colonel Edward E. Goodwyn. well- 
known local agent of Emporia, Va., is 
receiving the sympathy of his many 
friends in the insurance fraternity as 
a result of the death of his. wife which 
occurred March 14 following a long 
illness. Colonel Goodwyn is a former 
president of the Virginia Association of 
Insurance Agents. 


* * * 


Harve G. Badgerow, formerly vice- 
president of the Continental Casualty, 
is now connected with W. A. Alexander 
& Co., one of the largest general agen- 
cies in Chicago of which Wade. Fetzer 
is president. Mr. Badgerow fits into 
the organization as an expert on surety 
lines. He has been in the business since 
1905. : 


aie. tee e275} 


A. R. Hanners, manager of the New 
York metropolitan department of the 
Commercial Union, and chairman of the 
executive committee of the New York 
Fire Insurance Exchange, is taking a 
short vacation in Bermuda between 
rounds in the fight to restore harmoni- 
ons relations among Exchange members. 
He will be back in New York the latter 
part of “next week. 


E. C. Blackford, of the E. C. Black- 
ford Agency, Somerville, N. J., is an 
agent in a small town who is attracting 
attention among special agents by rea- 
son of clever use of modern sales meth- 
ods and advertising. His views on these 
subjects, direct mail and other matters 
were presented to the Insurance Adver- 
tising Conference at the Cleveland con- 
vention as being tynical of those of his 
class. The Blackford Insurance Agency 
represents the National of Hartford, St. 
Paul F. & M., American Alliance, Globe 
& Rutgers, Queen, Fidelity-Phenix, 
Stuyvesant, Industrial of Akron and 
Great American Indemnity. 


* * * 


Rolland R. Rasquin, executive vice- 
president of the Consolidated Indemnity 
& Instirance Co., did some fast traveling 
a few weeks ago when he availed him- 
self of the T. A. T. or “Lindbergh air 
route” for a trip to the Pacific Coast, 
leaving on a Friday at six o’clock in the 
evening and arriving at Los Angeles on 
Sunday at three o'clock in the after- 
noon. After two days in Los Angeles 
and vicinity Mr. Rasquin went on up 
to San Francisco to arrange for the of- 
ficial opening of the Consolidated’s Pa- 
cific Coast office. He was back in New 
York City on March 11 after spending 
a day in Chicago. The coast offices of 
the company are in charge of Robert H. 
Messer who is one of the best known 
insurance men in California and who 
was with the National Surety for eight 
years, 


bee. Wee 


Samuel John Horton, secretary-treas- 
urer of the Insurance Board of Cleve- 
land, was honored on the occasion of 
his tenth anniversary in that position 
by a gift from the members of the Board 
of a solid silver service fittingly in- 
scribed. Mr. Horton started his insur- 
ance career in Ireland with the Union 
Assurance. He became branch manager 
in Dublin, resigning in 1907 to go to 
Canada with the Atlas. Two years later 
he came to the United States and for 
ten years was @ngaged in field work for 
the Franklin, Northern Assurance and 
the New Hampshire in several territo- 
ries, including New Jersey and suburban 
New York, 


* * * 


Charles L. Farrell, a director of the 
American of Newark, and R. 

Hardin, president of the Mutual Bene- 
fit Life, have returned from a short stay 
in North Carolina. 
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In Honor of Taft 

The only insurance company which 
went out of its way to pay tribute to 
the memory of William H. Taft was the 
Metropolitan Life which closed its head 
office at 3 o'clock on the afternoon of 
the funeral of the late Chief Justice of 
the Supreme Court. 

x #8 
Norman R. Moray 

When the Home group corralled the 
services of Norman R. Moray to run 
the casualty end of its business, with the 
Southern Surety as the nucleus, I was 
not so very much surprised as I knew 
that Wilfred Kurth and his associates 
had had their eyes focussed on Moray 
for some time. 

Ever since the s‘ory was printed some 
months ago that the Home organization 
would enter casualty insurance there 
have been an almost endless string of 
rumors as to what companies might be 
purchased, or companies supposed to be 
in negotiation with the Home, or about 
personalities. Names of half a dozen un- 
usually prominent men in the business 
were mentioned as Home casualty chief 
possibilities. It was immediately taken 
for granted that no one would be con- 
sidered but an outstanding name. There 
are several reasons why the great groups 
want a big figure to be at the head 
of their casualty division. When a fleet 
buys a company, no matter how well 
known the latter may be, they want it 
better known. One of the best ways to 
trumpet the information throughout the 
nation is by picking a man with a repu- 
tation already established. There is a 
decided advertising value in this. When 
the America Fore elected Wade Fetzer 
as head of the Fidelity & Casualty they 
got one of the best known and highly 
respected persons in the casualty field, 
a man who was active in agency and 
general agency circles. 

When the Home obtained Moray’s 
service by its holding company buying 
control of the Southern Surety it found 
a man who is one of the outstanding 
and most interesting personalities in the 
business. For years Norman R. Moray 
has been a prominent figure. He has 
traveled much and his tie-up with agents 
often is on the basis of strong per- 
sonal friendships. He is a decidedly all- 
around man, whose tastes are very 
broad, whose experiences in life have 
been considerably outside realms of the 
routine, whose accomplishments are va- 
ried, whose reading has been extensive. 
An amateur musician who can play sev- 
eral instruments, a raconteur of skill, a 
Student whose knowledge ranges in a 
wide field, he is one of the best and 
most entertaining of companions. Not 
the least interesting side of Moray is 
his circle of friends outside of the 
business. 

Mr. Moray is not only an insurance 
man of unusual abilitv and talents. but 
is regarded as one of the most fortu- 
nate. There is a saying in the business 
that Moray has always possessed a rab- 








bit’s foot, meaning that Dame Luck is 
on his side. He surprised the frater- 
nity when he quit the Hartford A. & I. 
where he had been so successful to go 
with the Southern Surety afteg the 
Rogers Caldwell-Kidder Peabody inter- 
ests obtained control of the then Iowa 
company. It is reported that he was 
given a big block of stock. He imme- 
diately started re-organization, and 
went after business in a big way. His 
theory was to put as much good busi- 
ness on the books as he could on the 
theory that while reserves increase with 
additional volume you can’t build up a 
big casualty company in a day or year 
or judge it in the early days of an ag- 
gressive and progressive regime, but the 
thing to do is to build up, and then 
meet the contingencies of the future as 
they arise. One of his strong charac- 
teristics is confidence. He always be- 
lieves in himself, his associates, his com- 
pany, his plans. While some executives 
have wondered whether the Southern 
Surety was not growing too fast it was 
they who did the worrying, not Moray. 

That the wheel of fate should now 
take an unexpected turn and place be- 
hind him and his companies the great 
resources of the Home’s fleet is another 
one of those fine breaks on a big scale 
which have marked his career. The 
Southern outfit will go ahead in a big- 
ger way than ever before, and will con- 
tinue to be more than ever an organiza- 
tion which will attract attention among 
other executives. They know that 
Moray will always do something inter- 
esting and they will see to it that they 
know what it is. Hence, from a. news- 
paper standpoint Moray will always be 
Mo Stary : 

* © (2 


The Well Known John J. King _ 


John J. King, who was recently elect- 
ed president of the Hooper-Holmes Bu- 
reau, is one of the well known figures 
in the business with a host of friends 
all over the country. He has been iden- 
tified with insurance for the past forty- 
two years, his first job being with 
Thiel’s Service of Chicago in 1888 when 
he was twenty years old. This concern 
made claim investigations for life insur- 
ance companies and Mr. King got his 
first experience at this work while there. 
His next post was with the Mutual Re- 
serve Life of New York, now defunct, 
as assistant manager of its claim denart- 
ment. He also organized an inspection 
department for this company. 


One of Mr. King’s most pleasant recol- 
lections is his work with the Mutual Life 
of New York as chief inspector of its 
bureau of investigation under Dr. P. 
Maxwell Foshay, now second vice-presi- 
dent of the company and manager of 
selection.. Mr. King has often said that 
the experience he gained with this com- 
pany gave him the background and 
knowledge of the business so helpful 
to him in the Hooper-Holmes Bureau 
which “he. joined in°1912 a few months 


after the death of W. de M. Hooper, 
founder of the bureau. 

The Hooper-Holmes Bureau had only 
one office when Mr. King started with 
it. It has now fifty branch offices all 
over the United States and an office in 
Montreal in addition to its home office 
at 80 Maiden Lane, New York. Mr. King 
has played an important part in increas- 
ing its scope and service to insurance 
companies of all types. 

Any story about John J. King would 
be incomplete without reference to his 
family, which is his chief interest in life 
outside of business. He has four sons 
and one daughter, Lucille, who was a 
teacher in China for five years in the 
Peking Union Medical College. Two of 
his boys, Charles and Edward, are con- 
nected with the Hooper-Holmes Bureau, 
James H. King is marine engineer for 
Babcock & Wilcox Co., and he was re- 
cently honored by Yale University, of 
which he is a graduate, by being elected 
to Sigma Xi, the honorary scientific so- 
ciety. Another son, Fred E., is a lawver, 
a member of the firm of Blackman, 
Pratt & King. During the war he was 
an aviator and is now one of the Silent 


Birdmen. 
: x * * 


Annual Meeting of German Society 
for Insurance Science 


On March 20-22 the German Society 
for Insurance Science is holding its an- 
nual meeting in its new home in the 
Wilmersdorf section of Berlin. At 8 
o’clock on Thursday, March 20, a get- 
together session was convened at the 
Pschorr-Haus, Berlin. This will be fol- 
lowed on Friday morning by the general 
meeting at which the annual business 
report will be read and plans made for 
the business of 1930. Dr. Gerlach, Mr. 
Jannott, Dr. Herzfelder and Dr. Hoch- 
feld will discuss various aspects of auto- 
mobile insurance. In the afternoon the 
actuarial section of the society will be 
addressed by Dr. Rudolf Neumann on 
the lessons of the German census of 
1925 and on the new German mortality 
tables (1924-1926) for pension funds. In 
the evening Dr. Freuenberg will pre- 
sent a paper before the section on in- 
surance medicine on the subject of sta- 
tistics and causation. On Saturday the 
sections on insurance education and on 
insurance law and economics will have 
their meetings. Dr. Dersch and Dr. 
Stein will discuss social insurance. 

Announcement is also made of the new 
publications of the society: Number 46 
deals with the Swedish Insurance Con- 
tract Law, a publication of the Swed- 
ish Society for Insurance Science. There 
is also Herr’s “Die Spartenkombination,” 
and the Commentary on the New Fire 
Insurance Stipulations in Germany. 

The new home of the society is at 
Johannisberger Strasse, 31, Berlin-Wil- 


mersdorf. 
* * * 


Giving Insurance Interpretation to 
International Naval Conference 
Spirit 
“Northern Lights,’ the entertaining 
and instructive agency publication of the 
Northern Assurance, prints on its March 
cover page a group picture of the Am- 
erican delegation to the naval confer- 
ence, showing members of the delega- 
tion with Premier Ramsav Macdonald. 
The lead article is based on the cov- 
er picture and bears the caption, “The 
Right Spirit.” It is to the effect that 
the insurance fraternity can take a leaf 
out of the conference book. This edi- 

torial comment starts as follows: 

“When nations meet at the same ta- 
ble, laying their common grievances be- 
fore each other, when the duly appoint- 
ed representatives of peoples endeavor 
to crystalize plans and workable ideas, 
which have for their ultimate purpose 
the lightening of the burden resting on 
the people of all nations, then can every 
righteous man fervently proclaim the 
dawn of a new era. 

“Whatever may result from the Naval 
Conference, at London, of this we can 
be certain: The right spirit is reflected 


in the fundamental thought which 
brought the spokesmen of the world’s 
leading nations together. What could 
not be publicly conceived a few years 
ago, today many millions of people are 
only too eager to accept in patriotic 
enthusiasm and thanksgiving. 

“We are making progress, definite 
progress. And the generations that fol- 
low will venerate the memory and wis- 
dom of their forebears. What is logical 
and right must eventually prevail, re- 
gardless of the power and the force mus- 
tered in opposition. 

“Not unlike the outstanding represen- 
tatives of the leading nations, assembled 
at London, many prominent insurance 
agents can sit in friendly conclave, with 
benefit to all, working out the basic 
problems of their call, with profit to all. 

“Not unlike the spirit, the right spirit, 
underlying the London conference, can 
the same spirit of justice and progress 
be the basis of little conferences held, 
here and there throughout the country, 
between progressive insurance agents. 
Benefit to alk must devélop if they are 
entered into with the right spirit, the 
spirit which proclaims that which is good 
for one will be good for} all.” 

Be eS 


The “Adjustment Czar” 


Reports that the National Board of 
Fire Underwriters is ‘after General 
John J. Pershing to be “czar of fire in- 
surance adjustments” are inaccurate. The 
National Board, however, is in search of 
an outstanding personality outside of the 
fire insurance business to take this po- 
sition. i 

ee ee 
Meet Public Men at Dinner 

There was-a big turn out of insurance 
men at the dinner Monday night at the 
Astor of the Friendly Sons of St. Pat- 
rick where they met many of the lead- 
ing public men-and Tammany chiefs 
of the city. Among the insurance men 
present were James J. Hoey (on the 
dais); Ernest Sturm, Wilfred Kurth, 
Paul L. Haid, Norman R. Moray, Al- 
bert Conway, James A. Beha, Harold 
V. Smith, John R. Barry, John F. Curry, 
Eckford C. De Kay, Thomas F. and 
Wallace J. Falvey, Walter H. Duff, Con- 
gressman Martin J. Kennedy, R. R. 
Rasquin, W. A. Riordan, Arthur M. 
Murray, John M. Egan, William Twam- 
ley, Raymond N. Caverly, Francis M. 
Greene, Joe Higgins, Francis Calhoun, 
David Brown and William A. Earl. 

Sore eke 


Too Much Talk 


One of the New York bankers who 
has been a director in one of the fire 
companies told me that he has resigned 
because he. found the directors’ meetings 
were an all afternoon affair. 

* * * 


Attends Few Banquets 


One of the insurance men who rarely 
attends public dinners is Edward Milli- 
gan, president of the Eastern Under- 
writers Association. 

et as 


Continued Advance of C. S. McCain 


It is a long jump from the head office 
of two small insurance companies in 
Fordyce, Ark., to the chairman of the 
board of the largest bank in Anferica, 
but it did not take very many years for 
Charles S. McCain to make it. Mr. 
McCain was president of the Chase Na- 
tional Bank until this week when that 
bank merged with the Equitable Trust 
Co. and Interstate Trust Co., and he be- 
came board chairman. He is a director 
of the National Surety and of the Penn 
Mutual Life. His brother is W. Ross 
McCain, vice-president of the Aetna 
(Fire). ek taht 


More Than 4,000 Invited 


More than 4,000 representative insur- 
ance men in Illinois have been invited 
to the forthcoming annual meciing and 
banquet of the State Insurance Federa- 
tion on April 9 at the Palmer House, 
Chicago. 
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Firebug’s Arrest 
Hits Arson Racket 


FUR MERCHANTS’ IMPLICATED 


Federal, Local and Insurance Investi- 
gators Co-operate to Break Profes- 
sional Incendiarism Game 





Through close co-operation of the of- 
fices of the United States attorney in 
New York and the New York City fire 
marshal with representatives of the New 
York Board of Fire Underwriters a 





THOMAS J. CURRAN 


smashing blow was dealt the so-called 
“arson racket” this week. Not only was 
an alleged professional firebug, Joseph 
Eisenstein, arrested, but more than thir- 
teen persons in the fur trade in New 
York have been implicated in crooked 
fires through confessions which they 
made in the last few days. 

These developments have all grown 
out of the well-known Dachis case which 
has been under investigation for months. 
It is now believed that organized in- 
cendiarism has been practiced not alone 
in New York but in Philadelphia, At- 
lantic City and Chicago. 

Eisenstein, who confessed several days 
ago to setting fire to a number of fur- 
riers’ stores, was on Monday held with- 
out bail for a hearing yesterday on two 
complaints of second degree arson 
brought against him by Fire Marshal 
Thomas P. Brophy. Although first 
brought before the Federal Courts, it is 
considered likely that Eisenstein will be 
tried in the New York State Courts in- 
stead on the arson charges. The fur 
merchants alleged to be implicated will 
probably be prosecuted in the Federal 
Courts under the mail fraud statute. 

The office of United States Attorney 
Charles H. Tuttle, acting under the di- 
rect supervision of Assistant United 
States Attorney Thomas Curran, has for 
seven months conducted an extensive in- 
vestigation into the cause and origin of 
the suspicious fire at the place of busi- 
ness of Louis Dachis, fur merchant at 
213 West Twenty-seventh street, in New 
York City, on July 29, 1929. During the 
progress of the investigation the Fed- 
eral Grand Jury indicted Louis Dachis, 
Jacob Dachis, Louis Klein, Morris Ro- 
senthal Meyer Felcher, Jeanne 
Schwartz, John Doe and Richard Roe 
on a charge of conspiracy and a scheme 
to defraud certain fire insurance com- 
panies by arranging for a fire at the 
premises above stated, after the removal 
of a large quantity of merchandise from 


the premises and thereafter by the filing 
of proofs of loss and attempting to col- 
lect the sum of $140,000 for merchandise 
alleged to have been destroyed at the 
scene of the fire and which, in fact, had 
been removed prior thereto. 

For months Assistant U. S. Attorney 
Thomas Curran, in co-operation with the 
Post Office authorities; Chief Fire Mar- 
shal Thomas P. Brophy, Detectives 
Maurice Gaughran and Michael Melia 
of Police Headquarters, assigned to the 
case at the request of Mr. Tuttle were 
seeking a professional fire bug who 
made the fire at the premises of Louis 
Dachis, and who had prior thereto made 














THOMAS P. BROPHY 


a series of fires at a number of places 
of business for specific compensation. 


Capture of Eisenstein 


After many months of search, the 
Government was successful last Satur- 
day in arresting Joe Eisenstein, alleged 
to be a professional fire bug responsible 
for the Dachis and other fires. The cap- 
ture of Eisenstein by Detectives Gaugh- 
ran and Melia was dramatic. Eisenstein 
was in hiding in a farm house located 
near the small town of Urbanna on the 
Rappahannock River in Virginia. In 
order to reach this place the detectives 
traveled by automobile from Richmond, 
Va., over hills and through woods, a dis- 
tance of eighty-one miles. To make sure 
of his capture the detectives, assisted by 
State Trooper J. A. Hauchins of West 
Point, Va., covered the house from va- 
rious concealed vantage points and 
guarded the approach to the river and 
access to a veritable jungle of woods 
near the farm where Eisenstein was in 
hiding. 

Eisenstein was persuaded to accom- 

(Continued on Page 32) 
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THE YORKSHIRE GROUP 


The YORKSHIRE Insurance Co., Ltd. 


LONDON & PROVINCIAL 
Marine & General Insurance Co., Ltd. 


SEABOARD Fire & Marine Insurance Co. 





In all my years I have never seen a group of men 
so intensely interested in Agency problems as are 
the officers of the Companies of the Yorkshire 
Group—an agency in these Companies is an insur- 
ance of personal contacts which will wear well. 


and 
The YORKSHIRE INDEMNITY Co. of N. Y. 


HOW TO WRITE RIGHT? WRITE TO WRIGHTEM! 


° ° 
WM W 
Field Correspondent 


HOME OFFICE 
12 GOLD STREET 
NEW YORK, N. Y. 








PREMIUMS DROP IN N. Y. C. 





Shrinkage in Insurable Values and Re- 

writing of Long Term Policies Cut 

@ Heavily into Net Income 

For the first two months of this year 
the fire premium income of many local 
agencies in New York City is down be- 
tween 5 and 10% compared with the 
same period of last year. This sizeable 
decrease in the premium volume is at- 
tributable principally to two causes, a 
drop in. the value of insurable property 
and merchandise and lack of cash on 
the part of assureds with which to pay 
for long term policies and a large vari- 
ety of so-called side-line policies. 

During the latter part of 1929 many 
large fire policies in this city were writ- 
ten for three year terms. When the 
stock market crash came a number of 
these assureds hoped that there would 
be a speedy recovery of security ° val- 
ues and general prosperity and with this 
thought in mind allowed their overdue 
premiums to go until January and Feb- 
ruary. ; ot 

Then, finding their cash position only 
slightly improved at the best over what 
it was, they are having these three year 
contracts rewritten for one year. As a 
consequence the return premiums on 
these policies are cutting heavily into 
the net income of agencies for the first 
quarter of 1930. Apparently a big ob- 
stacle to the normal progress of the 
fire business now in the New York area 
is a shortage of buying power, as ex- 
pressed in ready cash, on the part of 
those who otherwise desire more insur- 
ance protection than they are carrying 
today. 





M. L. HEIDE’S NEW CONNECTION 

M. L. Heide, formerly vice-president 
of the Importers & Exporters has_be- 
come associated with the New York 
Stock Exchange firm of Halle & Stieg- 
litz, one of the large brokerage offices 
in the city. 





COMPANY 


of NEW YORK 


80 John Street, New York 


G. Z. DAY, Vice-Pres. and Secy. 


STATEMENT DECEMBER 31, 1929 
PREMIUM RESERVE............. 
OTHER LIABILITIES.............. 
MET SURPEMUS...... 2. ...00s0555.5> 
OTA AMMMED : oa. 5 cots case 


2,319,515.19 
4,937,706.22 





RAWLINGS DENIES RUMORS 





Head of Western Sprinkler Risk Ass’n 

Says He Has No Information of 

Companies Wishing to Resign 

President Ralph Rawlings of the 

Western Sprinkler Risk Association has 
notified agents representing companies 
belonging to that association that the 
organization is now composed of fifty- 
seven companies and underwriters’ agen- 
cies with combined assets of over $400,- 
000,000. These companies include pres- 
ent members of the Western Insurance 
Bureau, companies which were formerly 
members of the Bureau but have since 
joined the Western Underwriters’ Asso- 
ciation and others. 
_ “No information has reached us of the 
intention on the part of any such mem- 
bers to withdraw from this association,” 
says Mr. Rawlings. “It is hoped that all 
of these companies will continue to be 
members. In the event, however, that 
any one or more of the named: compa- 
nies should see fit to resign, you are 
hereby advised that arrangements have 
already been made for filling any va- 
cancies caused by such resignation with 
companies of the same unquestionable 
standing and capacity. 

“Therefore, regardless of whether or 
not any changes in membership occur 
hereafter, we shall continue to function 
unimpaired as to capacity and with the 
same impartial service to agencies and 
member companies as heretofore. Any 
statements that may be made to you to 
the contrary are therefore made without 
knowledge of the facts.” 





PHOENIX IN AIR FIELD 





Hartford Company Becomes Member of 

U. S. Aviation Insurance Group; 

Fourteen Companies Now in Group 

The Phoenix of Hartford is going into 
aviation insurance and has aligned itself 
with the United States Aviation Under- 
writers, one of the prominent aircraft 
groups in the field. The United States 
Aviation Underwriters now handle the 
aircraft insurance business for nine fire 
and five casualty companies, all of them 
strong financially. 

In the United States Aviation Insur- 
ance Group are the following fire com- 
panies: Aetna (Fire), Globe & Rutgers, 
Hartford Fire, National Union, North 
River, Pacific Fire, Phoenix of Hart- 
ford, St. Paul Fire & Marine and the 
United States Fire. The casualty com- 
panies include the Hartford Accident & 
Indemnity, Maryland Casualty, New 
Amsterdam Casualty, New York Indem- 
nity and the United States Fidelity & 
Guaranty. These companies have com- 
bined assets of $637,000,000, with com- 
bined surpluses to policyholders of $274,- 

000. 





LINCOLN IN VIRGINIA 
The Lincoln Fire, one of the Fred 
S. James & Co. fleet, is applying for 
admission to Virginia. 
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Marine Profits Tax Law Saves 
Companies Huge Sums Annually 





State Sacrifices Several Hundred Thousand Dollars a Year, 
A. N. Butler Tells Accountants; Idea of Taxing Profits 
Still on Trial; Explains Details of Compliance With 
This New York Statute 


Since the marine insurance tax law in 
New York state was changed a few 
years ago to provide for a levy on prof- 
its instead of premiums the state has 
sacrificed several hundred thousand dol- 
lars each year, according to Albert N. 
Butler, chief examiner of fire and ma- 
rine insurance companies in the New 
York State Insurance Department. 
Speaking before a meeting on Tuesday 
afternoon of the Insurance Accountants’ 
Association in New York City, Mr. But- 
ler said that the state was making this 
contribution for the development and 
progress of American marine insurance 
in its struggle with the competition of- 
fered by foreign countries. 

The marine tax law of New York, 
which has since been adopted in several 
other states, is the only example of prof- 
its taxation that Mr. Butler knows of 
in American insurance. New York 
state’s revenue from marine insurance 
during the three years the profits law 
has been in effect has been negligible, 
Mr. Butler said. What small revenue 
there is derived is probably fully off- 
set by the cost of auditing the returns. 

“Legislatures do not easily make ‘such 
costly manifestations,” said Mr. Butler. 
“Consequently, it needs no clairvoyance 
to perceive that the marine insurance 
companies will serve their own interests 
exceedingly well by rendering unto 
Caesar that which is due him. Any at- 
tempt to mathematically minimize the 
return to the state, under the circum- 
stances, becomes pure shortsighted folly. 
It would seem to be not only expedient, 
but absolutely necessary for the marine 
insurance companies to impressively 
demonstrate their scrupulous integrity 
to the various state taxing authorities. 

“The Superintendent of Insurance of 
New York and the Superintendents of 
the District of Columbia, of Connecticut, 
New Jersey, Pennsylvania, Oregon and 
Washington, reporting to their respec- 
tive legislatures, and to their fellow-com- 
missioners at their annual convention, 
ought to be able to state definitely that 
the confidence they placed in American 
marine underwriters had been fully jus- 
tified, that their financial sacrifice in the 
interest of American insurance was not 
being abused, and that the principle of 
profits taxation had not come to grief 
because of any transgressions of the 
American marine insurance interests. 

Profits Tax Law Still on Trial 

“That the Superintendent of Insur- 
ance of New York will be able to in- 
telligently and fully report to his leg- 
islature upon the results of Section 169-a 
we consider to be an absolute necessity, 
and those accountants who have pre- 
pared the returns for their respective 
companies will affirm that an exhaustive 
analysis and audit has been and is be- 
ing conducted by our Department. The 
‘urposes of that work on our part have 
been definitely constructive—to provide a 
measure of co-operation to any states 
which may have already or which may 
hereafter adopt this principle, and at 
the same time to assure a full and fair 
trial for profits taxation at the hands 
of its principal beneficiaries—the collec- 
tion of the maximum tax being purely 
incidental to these primary considera- 
tions. The Congress of the United 
States has given great impetus to the 
American marine insurance market. The 
state of New York and half a dozen 
other states have extended a full mea- 
sure of co-operation to Congress. Some 
forty other states are watching the re- 


actions of the marine insurance compa- 
nies. 

“The three fundamental items in all 
calculations of underwriting results are 
earned premiums, incurred losses and in- 
curred expenses. Although ordinarily 
the smallest item of the three, the in- 
curred expense~element is the one most 
likely to provoke misunderstanding be- 
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ALBERT N. BUTLER 


tween the company and the Department. 
Before developing that feature, however, 
let me make brief reference to premi- 
ums and losses. At the outset, I want 
to make clear for the record one point 
upon which I still receive occasional in- 
quiries. Premiums earned and_ losses 
incurred are to be reported net as to 
all reinsurance—whether authorized or 
unauthorized. 

Classes of Business Subject to Tax 

“Any other treatment would produce 
a theoretical and not an actual under- 
writing profit or loss. Inasmuch as the 
companies are required for annual state- 
ment purposes, to maintain unearned 


premium and unpaid loss records, there ° 


is no particular problem with relation 
to the earned premium and _ incurred 
loss items others than the proper deter- 
mination of what classes of business are 
subject to this tax. Section 150 of the 
New York Insurance Law defines ‘ma- 
rine insurance’ but that definition in- 
cludes some types of coverage not sub- 
ject to this tax. Only those types speci- 
fied in Section 169-a—the marine tax 
section—are subject to taxation on un- 
derwriting profits. 

“For example, jewelry insurance is de- 
fined as marine coverage by Section 150, 
but it is not entitled to the benefit of 
this form of taxation under Section 
169-a. This exolains the heading ‘ma- 
rine as per Section 169-a’ which appears 
in the tax blank. I understand that to 
clear up any doubts upon this ques- 
tion the American Institute of Marine 
Underwriters had its counsel send its 
members an interpretation of Section 
1A9-a as to classes of business covered. 
My own definition, if I had to give one, 
would be those classes of marine insur- 
anee which are susceptible to interna- 
tional comnetition. Needless for me to 


(Continued on Page 35) 


OMAR A. HINE RE-ELECTED 
Ninety-One Year Old Agent of Water- 
town, N. Y., Heads Local Exchange 
for Seventh Consecutive Year 


At the annual meeting of the Water- 
town Insurance Exchange held March 
17 the following officers and members 
of the executive committee were elected: 

President, Omar A. Hine, Omar A. 
Hine Agency; vice-president, C. Fred 
Peck, Seaver & Peck, Inc.; secretary- 
treasurer, Hollis L. Brownell, L. J. 
Brownell & Sons, Inc., and assistant sec- 
retary, Charles P. Redmond, B. J. Red- 
mond & Son. 

A. Thomas Matthews, chairman, exe- 
cutive committee; J. Milton DeLong and 
Joseph G. Norton. 

President Hine appointed the follow- 
ing publicity committee: Clarence J. 
Green, chairman; Francis J. Joynt and 
O. J. Whitney. 

Omar A. Hine, who was re-elected 
president for the seventh consecutive 
year, is the dean of the Watertown in- 
surance men. QOn Saturday, March 15, 
he celebrated his ninety-first birthday 
and received from the members of the 
Watertown Exchange an _ upholstered 
footstool in honor of the occasion. 

The Exchange through its publicity 
committee will continue its policy of 
joint advertising of stock company in- 
surance. This form of publicity has 
been carried on for a number of years 
with such good results that the mem- 
hers are unanimous in favoring its con- 
tinuance. The advertising appropriation 
for this year is $720, which is 90% of 


the total annual dues. 





TO HEAR DISTRICT ATTORNEY 





Elvin N. Edwards of Nassau County 
Will Speak Before Suburban N. Y. 
Field Club in Brooklyn, April 7 
The Suburban New York Field Club, 
composed of special agents of fire in- 
surance companies in the New York su- 
burban field, will hoid its next month- 
ly meeting in the Hunting Room of the 
Brooklyn Elks’ Club, Boerum Place and 
Livingston street, Brooklyn, on Monday, 

April 7, at 12:15 noon. 

The club has been fortunate in secur- 
ing as a speaker Elvin N. Edwards, dis- 
trict attorney of Nassau county, whose 
top’é will be “Loose Leaves from a Dis- 
trict Attorney’s Docket.” 





GUARDIAN FIRE STATEMENT 


The Guardian Fire, a reinsurance com- 
pany, ended 1929 with total assets of $7,- 
579,670. The unearned premium reserve 
was $3,083,572, compared with $2,513,855 
the year before. The capital remains 
unchanged at $1.500,000 and the net sur- 
plus is $2,245,425, an increase of $160,000. 
The premiums written last year were 
$3,533,454, compared with $2,952,699, and 
the total income including also interest 
and dividends and profits on sales of 
securities was $5,131,174. The total out- 
go including losses, commissions and 
other exnenses and dividends of $450,000 
was $3,560,906. 





FIRE ASSOCIATION TO MOVE 


Within the next fortnight the Fire As- 
sociation fleet expects to begin moving 
its departments from the Fire Associa- 
tion building into the new Irvin bu'ld- 
ing, adjoining. which is now nearing 
completion. There w'll be no formal 
housew2rmine exercises at this time. As 
the various departments are moved into 
the new building the old Fire Associa- 
ticn building will be renovated and two 
additional stories added to make it the 
same height as the Irvin building. 





ADDRESSES INSURANCE WOMEN 

Talking to the members of the In- 
surance Women’s Association of Okla- 
homa City. R. M. Berger, state agent 
of +he Pennsvivania and Mercantile, told 
of “Rent and Rental Value Insurance.” 
A motion picture supplemented the talk. 


WILLS AND SAMMIS ADVANCED 





Former Becomes Vice-President of Oc- 
cidental Indemnity; Latter Manager 
on Coast of Fireman’s Fund 

H. D. Sammis has been appointed 
manager of the automobile departments 
of the Fireman’s Fund, Home Fire & 
Marine and Occidental for the Pacific 
Coast and B. G. Wills has been elected 
vice-president of the Occidental Indem- 
nity. Mr. Sammis went with the Fire- 
man’s Fund in October, 1928, leaving the 
Pacific Coast Automobile Underwriters’ 
Conference where he was assistant man- 
ager. Prior to entering insurance sev- 
eral years ago he was with the California 
State Railroad Commission for seven 
years as assistant engineer and later 
was appointed secretary and rate expert 
for the Nevada Public Service Commis- 
sion, 

Mr. Wills entered the service of the 
Fireman’s Fund at the head office in 
San Francisco in June, 1917, as super- 
intendent of the automobile department 
and in 1921 was transferred to Los An- 
geles as manager of the southern Cali- 
fornia branch of the automobile denart- 
ment. He was returned to the head 
office in February, 1928, was elected as 
assistant secretary of the Fireman’s 
Fund and its associated companies and 
at the last meeting of the board of di- 
rectors of the Occidental Indemnity was 
elected a vice-president. 


EMPIRE STATE POND MEETING 





Blue Goose Members Will Hold Region- 
al Gathering at Albany on Evening 
of Friday, March 28 
Arrangements have been completed 
for a regional meetine of the Empire 
State Pond of the Blue Goose to be 
held in Albany on the evening .of Fri- 
day, March 28. The place’ selected is 
the upper floor of Jack’s restaurant, 70- 
72 Beaver street. This will be the first 
big splash of the year under the ad- 
ministration of the new officers and the 
dinner will be in the nature of a testi- 
monial to Most Loyal Gander Harry W. 
Miller. There will be a well planned 
program of entertainment on by the AI- 

bany boys. 





HALIFAX FIRE FIGURES 





Company Has Total Assets of $6,544,- 
436 and Surplus to Policyholders of 
$5,162,456; 38% Trade Gain 
The Halifax Fire of the Home group 
ended 1929 with assets of $6,544,436, cash 
capital of $2,000,000 and net surplus of 
$3,162,456. The company has a premium 
reserve of $486,580 and a reserve due on 

reinsurance premiums of $316,321. 

Last year the Halifax had a net pre- 
mium income of $1,265,741, losses of 
$321,773 and underwriting expenses of 
$441,057, leaving a trade gain of $488,- 
882. Interest and dividends received 
from investments amounted to $333,876. 
There was also a net appreciation of 
$9,579 from investments. John B. Doug- 
las is president of the Halifax. 





CENTRAL BUREAU’S PROGRESS 


The report of the Central Bureau on 
the collection of unpaid earned premi- 
ums outstanding on fire and casualty 
policies in New York City for last Oc- 
tober shows a decided improvement over 
the same month of 1928. Manager 
Mowry states that fire companies re- 
ported 7,668 outstanding items involv- 
ing unpaid premiums of $40,152, while 
the casualty companies reported 4,624 


items involving premiums of $96,291. A 


year before there had been 5,374 ont- 
standing casualty items involving $128,- 
822 unpaid premiums. The bureau has 
sent to the New York State Insurance 
Department notices involving fifty-one 
brokers who have failed to respond to 
the Bureau’s communications as to these 
outstandings. 
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Former Presidents At 
Local Agents’ Meeting 


ALLEN, COX AND CASE PRESENT 


First Named Warns Agents on Writing 
for Cut-Rate Companies; Constitu- 
tional Revision Considered 


The National Association of Insurance 
Agents’ mid-year convention was held at 
Charlotte, N. C., this week with com- 
mittee meetings and a get-together ban- 
quet on Tuesday and regular business 
sessions Wednesday and _ yesterday. 
About 350 agents were there including 
the national officers and such prominent 


figures in the production field as Past- 
Presidents E. M. Allen, New York; 
James L. Case, Norwich, Conn.; Fred J. 
Cox, Perth Amboy, N. J., and W. E. 
Harrington, Atlanta, Ga. Mr. Allen left 
the agency field several years ago to be- 
come executive vice-president of the 
National Surety. Thirty-two states an- 
swered the convention roll call. 

Before the convention sessions opened 
the executive committee gave serious 
consideration to the proposed revision 
of the National Association’s constitu- 
tion. The amendments were proposed 
by George J. Lieber, Detroit, chairman 
of the special committee on _constitu- 
tional revision. The principal changes 
involve addition of a membership stand- 
ard based on the Connecticut agents 
qualification law and the addition of a 
roll call requirement. 

The executive committee also prepared 
the following resolution to be voted on 
by the convention yesterday: : 

“The National Association looks with 
disfavor upon a reported practice in the 
surety business, which indicates that in 
some parts of the country what are 
known as bid bonds on contract work 
are executed without a premium. We 
believe such a practice on the part of 
the agent so offering or the company 
so permitting the practice is inimical to 
the best interests of the suretv busi- 
ness. It should be discontinued.” 

Church Properties Reinsurance 


A committee was appointed consisting 
of Harry R. Manchester, Cleveland; 
Fred M. Burton, Galveston, and Secre- 
tary-Counsel Walter H. Bennett to 
draft a resolution of commendation and 
appreciation for those fire companies 
which are co-operating with local agents 
insofar as they have declined to reinsure 
the Church Properties Insurance Cor- 
poration, the insurance company of the 
Episcopal Church. 

George W. Carter, Detroit, reported 
success in his efforts to induce compa- 
nies to employ a representative in each 
state to give talks before non-insurance 
conventions and civic clubs. He said the 
members of the Western Underwriters’ 
Association were favorable to the idea 
and he predicted that the plan will be 
adopted on a nationwide scale. 

Walter Lambeth of Charlotte sug- 
gested to the executive committee that 
efforts be made .through local boards 
and also through the state and national 
associations to secure for agents the 
proper overriding commissions on gen- 
eral cover business. A delegation of 
Texas agents led by President C. L 
Duncan of the Texas Association offi- 
cially presented an invitation for the 
National Association to hold its annual 
convention this year at Dallas. It is 
confidently expected that this invitation 
will be: accepted. 

President Clyde B.. Smith was selected 
to speak before the New England con- 
vention of state associations to be held 
this summer, and Executive Committee 
Chairman Percy H. Goodwin will ad- 
dress the New York State Association 
meeting in May at Syracuse. 

Vice-President Allen of the National 
Surety, speaking at the luncheon of the 


state officers’ conference, said that at 


heart he is still an agent. He warned 
members of the National Association 
(Continued on Page 30) 


Wholesale Covers Big 
Problem for the Agents 


TRADE ASS’NS IN INSURANCE 

P. H. Goodwin in Report to National 

Association Meeting Also Raps Again 
the Non-Policy Agent 


Wholesale insurance problems occu- 
pied a prominent place in the report of 
Percy H. Goodwin, executive committee 
chairman, delivered on Wednesday at 
Charlotte, N. C., before the mid-year 
meeting of the National Association of 
Insurance Agents. He mentioned the 
group or wholesale insurance arrange- 
ments carried on by such organizations 
as the Independent Grocers, who have 
recently adopted the ways of chain 
stores and are, through massed power, 
including insurance. He mentioned also 
the National. Dry Goods Association and 
the National Association of Retail Cloth- 
iers and Furnishers, whose insurance ac- 
tivities are not welcomed by the’ local 
agents of the country. 

The Master Builders’ Association is 
placing the insurance of its members 
with companies which it has sponsored, 
and on a mutual basis, according to 
Mr. Goodwin. 

Turning ot other problems facing lo- 
cal agents, including that of the non- 
policy writing agent, Mr. Goodwin said: 

“Perhaps the activities of the special 
cost committee of the insurance commis- 
sioners have served to emphasize their 
preponderance—their indefensible multi- 
plicity. To a greater or less degree they 
infest the entire country, One of our 
obligations for the year is to undertake 
the abolishment of these ‘parasites,’ as 
they were termed in our Detroit resolu- 
tion—a detriment to companies, a blight 
on the agency system and actually a 
menace to the insurance buying public. 
The administration is committed to do 
everything in its power to bring about 
the elimination of these non-service giv- 
ing agents who are growing fat sucking 
the life blood of both companies and 
agents. 

_ “The maintenance of this class is hav- 
ing considerable to do with forming the 
opinion in the minds of commissioners 
that there is something unjust in the 
compensation paid to the real agents 


of the country. Only we must display 
a spirit of fairness in persuading our 
co-operating companies to effect this 
elimination gradually and without un- 
due sacrifice. A condition such as this 
which the insurance business has allowed 
to exist and grow for so long and for 
the most part unhampered, cannot well 
be terminated overnight. 
Problem of Non-Co-operating 
Company 

“Perhaps our most serious problem, 
and one absolutely within our power to 
cope with, is the subject of the non-co- 
operating company. Only when every 
member of the National Association of 
Insurance Agents is on record as re- 
fusing to represent any company or any 
group in which there is a company which 
refuses to agree to our principles which 
have proved to be just and reasonable, 
will this question have solved itself. 

“While, however, it is beyond our con- 
ception that any member agent would 
be willing to represent a non-conform- 
ing, non-co-operating company, there is 
another side to the picture. It is equal- 
ly beyond our understanding how any 
company could appoint or maintain an 
agent who fails to measure up to the 
highest standard of agency methods and 
salesmanship. A non-conforming agent 
is as vital a problem as the non-con- 
forming company. There is no question, 
though, but that the highest type of con- 
forming agent is representative of the 
membership of our National Associa- 
tion. Writing conservatively 75% of the 
premium income of the country, we are 
bound together in a nation-wide organi- 
zation, not for selfish exploitation but 
consecrated to the task of: raising the 
agency standard and pledged to support 
right principles in insurance writing. 

Company-Agency Relationships 

“We have touched upon some ‘of the 
questions of the hour’ it is incumbent 
upon us to help solve. But over and 
above all of them, and pointing the way 
to their solution, the question of com- 
pany agency relationship stands para- 
mount. We want the respect and the 
friendship of the companies, and we 
desire to have them fully appreciate that 
our Associations should be as much to 
their interests as they are to ours. 
Though sometimes a barrier appears, 
we must ceaselessly strive for that same 
spirit of unity and loyalty between 
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Automohile 


Heavy traffic months are 
coming. Heavy auto in- 
surance months are here. 
To assist in building a real- 
ization of the importance 
of insurance we have attrac- 
tive, folders for free dis- 
tribution. Would you like 
to see them? 











agents and companies that exists and 
permeates the relationship of individual 
agents with. the individual companies 
they represent. 

“Most of our problems, then, can be 
settled through conference of interested 
companies and loyal agents, but it will 
take the united strength of our whole 
membership to bring about this even- 
tuality.” 








Chicago 








WESTERN DEPARTMENT 
175 West Jackson Blvd. 


Cagle ae 
British Dominions 
Insurance Company Limited 


of Zondor, Cnaland 


It believes in maintaining the splendid traditions of the old English fire insurance 
companies in this country for the prompt payment of losses, be they small or large. 


It believes in modern present day underwriting methods and ideas. 
It believes in the local agent and considers him the bulwark of the business. 
And it practices what it believes in. 


UNITED STATES BRANCH 


149 WILLIAM STREET 
New York, N. Y. 


Underwriting Service Throughout The United States 
PACIFIC COAST DEPARTMENT 


108 Sansome Street 
San Francisco 
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Atlantic City Mayor 
Indicted as Result 
of Agents’ Charges 


IS HELD ON FOURTEEN COUNTS 





Ruffu Accused of Placing Risks With 
Companies in Which He Is Finan- 
cially Interested 





A striking example of the value of 
strong local boards of insurance agents 
in combating alleged unethical and il- 
legal competition is seen in the indict- 
ment of Mayor Anthony M. Ruffu, Jr., 
of Atlantic City on fourteen counts 
charging him with violating Section 32 
of the Criminal Code by awarding in- 
surance and other city contracts to com- 
panies in which he was financially in- 
terested. Frederick Hickman, president 
of the New Jersey Association of Un- 
derwriters, and Herbert A. Faunce, sec- 
retary-treasurer of that organization, as 
members of the Insurance Club of At- 
lantic City were largely instrumental in 
presenting the evidence leading to Ruf- 
fu’s arrest. 

The mayor last Friday pleaded not 
guilty to the indictments and was held 
in bail of $28,000. He predicts a speedy 
and complete vindication of his acts 
when the case comes to trial in May. 

Trouble started late last year when 


‘members of the Atlantic City Insurance 


Club discovered that a large part of 
the fire insurance on municipal property 
was not being placed with their offices 
and those of other local agents there 
but was being handled by Mayor Ruffu 
himself through an insurance office 
which he controlled. The agents asked 
to examine the city records with refer- 
ence to the placing of this coverage and 
after being refused ultimately pushed 
their investigation in connection with 
the general probe into vice and gambling 
conditions in Atlantic City. 

Of the fourteen indictments against 
Mayor Ruffu ten were for his actions 
as “broker and agent” in the placing of 
insurance, two for the placing of insur- 
ance in companies in which he is a stock- 
holder and two for placing risks with 
companies in which he is both a stock- 
holder and a director. 


Companies and Amounts Listed 
_ The separate indictments in which he 
is charged with acting as “broker and 


agent” and the amounts involved are: 
Pelantic Cae BitOe uc csehcctvcseeses sce $5,000 


Atlantic: City Pires 's vis c'ccee s Siete ecc wee 4,600 
mplantic. Cee Wired. cue coves cevvceenecs 5,000 
Fidelity Insurance Co..<.....ssscccccee 6,300 
Atlantic: Cite: Hilts Cis. csc a elsicee veers 10,000 
Seaboard Fire and Fidelity...........+- 7,500 
Atlantic City Fire (three policies)....... 42,000 


The two policies which Mayor Ruffu 
was indicted for placing in concerns in 


which he was a “stockholder” are: 
Fidelity Insurance Co.....cessescccccces $12 


Fidelity Insurance Co......csecseceeess 10,000 
_ For placing insurance in the follow- 
ing companies, in which he is accused 
of being both “stockholder and direc- 
tor,” two other true bills were returned 
against the Mayor: 


National Guarantee Fire........ss++005 $50,000 
Retboatdy Meee. sc wasa cease caeesca 30,500 
MEADOGSGL SEN de cceecepavtcsesnes 30,500 
MESH ORCUU NER cick aoe oo cig See cou Restos 3,000 
Peabodnd Mire, wc. acc ecincececeeeecss 3,000 
rlantin Cie BiEb ied cs ive cc nwuicees see 30,600 
Meantic Cue Minera: cans cqncekucse ccc se 30,400 
mantic Cme Meer ise sic cer caseeee ns 10,000 


The total amount of all policies is 
$313,300. 

The Atlantic City Fire, the Fidelity 
Insurance Co. and the Seaboard Fire are 
all three companies with home offices lo- 
cated in Atlantic City. The National 

uaranty Fire is a Newark companv. 
fayor Ruffu is a director of the At- 
lantic, National Guaranty and the Sea- 
oard, which company, by the way, is 
Not to be confused with the Seaboard 
Fire & Marine of New York. Frederick 
Hickman, one of the leaders of the 
Movement against Ruffu, is a director 
of the Fidelity. 


ORDERS DEFENSE IN ADVANCE 





New York Court Instructs Insurance 
Company to Reveal Reasons for Al- 
leging Fraud by Policyholders 
An interesting decision has been made 
by Justice Henry S. Schimmel in the 
City Court of the City of New York, 
New York county, in the case of Jay’s 
Outlet, plaintiff, against the North River, 
defendant, and involving some compan- 
ion actions also brought against the 


companies, arising out of the same loss, 
directly effecting the proof of loss clause 
in the standard policy. 

The insurer in its answer claims “that 
the alleged proof of loss delivered to the 


defendant by the plaintiff was false, 


fraudulent and untrue,” thereby avoid- 
ing any claim under the policy. Upon 
application of Alex Davis of Goldstein 
& Goldstein, attorneys for the plain- 
tiff, Justice Schimmel has ordered and 
directed the company to specify in ad- 
vance of the trial “all the respects” in 
which it claims that the proofs received 
by it are “false, fraudulent and untrue,” 
“in order to enable the nlaintiff to prop- 
erly prepare for trial and to meet the 
said alleged separate and special de- 
fense” interposed by the insurer. The 
application was opposed by John Dwight 
Sullivan, attorney for the companies. 





MOHAWK TO REDUCE CAPITAL 


The Importers’ & Exporters’ is rein- ‘ 


suring the outstanding liability of its 
running mate, the Mohawk Fire, which 
was formed about two years ago. It is 
proposed that the capital of the Mohawk 
be reduced to $200,000 and it is prob- 
able that most of the company’s sur- 
plus will be returned to the stockholders. 
The proposal for a reduction in the 
capital will be voted upon at a meet- 
ing of stockholders on Monday, March 
24. After the financial rearrangement 
the Mohawk will continue to operate 
under the management of the Importers 
& Exporters. At the close of 1929 the 
Mohawk had a capital of $1,000,000 and 
a net surplus of $812,660. 





FEBRUARY LOSSES INCREASE 

The National Board of Fire Under- 
writers reports that fire losses during 
February totaled $43,206,940, an increase 
of about $1,700,000 over the same month 
of 1929. However, as there was a re- 
duction of over $2,000,000 in the Janu- 
ary losses compared with January of 
last year the losses for the first two 
months are slightly below those for the 
corresponding months of 1929. 





Incorporated—1908 
Home Office - 





Peoples National Fire Insurance Co. 
of Delaware 


1071 Sixth Avenue, New York City 


A Splendid Agency Company 


—writes— 
Fire Explosion Riot & Civil Commotion 
Sprinkler Leakage Tourist Baggage Registered Mail 
Use and Occupancy Parcel Post Tornado 
Inland Marine Windstorm Aircraft Property 
Automobile Rent & Rental Values Damage 


Losses paid since organization—$12,000,000.00 


Capital—$1,000,000.00 








BROADCAST MYSTERY PLAY 





Cravens, Dargan & Co. Feature Makes 
Hit in Houston; Other Agencies 
to Join 

After hearing a report on radio ad- 
vertising by H. G. Hewitt, manager. of 
the life department of Cravens, Dargan 
& Co. at Houston, Tex., seven other 
agencies voted to join him in a series 
of radio programs. The Cravens, Dar- 
gan & Co. agency, which represents the 
Northwestern National Life, has been 
presenting a mystery play over station 
KPRC at Houston. 

Mr. Hewitt said that after five weeks 
of the mystery play he took a census 
among the 70,000 high school children 
in Houston and found that one-third of 
them were following the play and dis- 
cussing it with their friends. 





HEADS WELFARE COMMITTEE 

Samuel A. Mehorter, New Jersey 
state agent for the Home of New York, 
has been appointed chairman of a com- 
mittee of the New Jersey Special Agents 
Association for the purpose of taking 
up a collection among the members of 
the association for the Bonnie Brae 
Farm for Boys at Millington, N. J. Mr. 
Mehorter has been successful in ob- 
taining $224 and hopes to get $300 be- 
fore the end of the month. The next 
meeting of the association will be held 
on Monday, April 14, in the Elks Club, 
Newark. 





your clients. 


FIREMEN’S FUND NIAGARA 





“ADIRONDACK AYRES” 


—In the Heart of the Adirondacks— 


Can give you service that will appeal to you and 


Send us your lines through the Brokerage Departments 
of the following strong companies: 


AETNA GLENS FALLS NO. BRITISH & MERCANTILE 
AGRICULTURAL HANOVER pon ASSURANCE 
AUTOMOBILE HARTFORD pn 

BOSTON HOME UNDERWRITERS PHOENIX OF HARTFORD 
COMMERCIAL UNION INS, CO. OF NORTH AMERICA provipENCE WASHINGTON 
CONTINENTAL LONDON & LANCASHIRE ROCHESTER AMERICAN 
EXCELSIOR LONDON ASSURANCE ROYAL 

FIRE ASSOCIATION NEWARK ROYAL EXCHANGE 


Aetna Casualty & Surety—Hartford Accident & Indemnity—U. S. Fidelity & Guaranty Co. 
Appraisals for Insurance—Real Estate and Tax Purposes 


CLINTON J. AYRES, INC. 
Phone 1-200 
Saranac Lake, New York 


SECURITY 








TO APPEAL RATE DECISION ~ 


Counsel for companies are preparing 
papers with a view of appealing from 
the fire rate-reduction order of the Vir- 
ginia State Corporation Commission. 
The petition to the State Court of Ap- 
peals is expected to be filed within the 
next few weeks. All appeals from the 
corporation commission are allowed as a 
matter of right. So the filing of a pe- 
tition asking for a review of the case 
will be in fact only a matter of form. 
It will probably be a year or more be- 
fore the matter is argued and decision 
given. The principal point at issue is 
whether the unearned premium account 
should be considered in computing un- 
derwriting profit. The commission de- 
cided that it should. The companies 
contend that it should not be taken into 
consideration. 





FRANKLIN STOCK DIVIDEND 

Stockholders of the Franklin Fire of 
Philadelphia, a member of the Home 
of New York group, last week author- 
ized a 20% stock dividend and a divi- 
sion of the present $25 par value shares 
into $5 par value shares through the 
issuance of six shares of the new stock 
for each old share. This stock dividend 
will increase the company’s capital from 
$2,500,000 to $3,000,000. Total assets of 
the Franklin at the end of 1929 were 
$22,629,245 and the surplus to policyhold- 
ers was $13,525,245. 





NEW NORTH STAR DIRECTORS 

Stockholders of the North Star last 
Friday elected Benjamin D. Moser of 
Clark, Dodge & Co. and J. Dugald 
White & Co. to the board of directors. 
At a meeting of the directors follow- 
ing the stockholders’ meeting Herbert 
R. Hastings was elected a vice-president 
of the company. He is treasurer of the 
General Alliance, which owns the North 
Star and the General Reinsurance. He 
is also assistant treasurer of the Gen- 
eral Reinsurance. 





TO INCORPORATE SQUARE CLUB 

A Dill hase been introduced in the 
New York State Assembly at Albany 
for the incorporation of the Insurance 
Square Club of New York. This club 
is composed of members of the Masonic 
fraternity engaged in insurance. The 
incorporators include George A. Hamil- 
ton, Leonard M. Plotkin, Stuart H. Rich- 
ardson, Frederick W. Wrenn, John P. 
Rowe, Arthur H. Larsen, Frederick W. 
Hobloch, Harold C. Doyle, James S. Rus- 
sell, George W. Graham and Edward 
C. Hamilton. 





CUBAN SITUATION DISCUSSED 
The executive committee of the United 
States Fire Companies Conference met 
last Wednesday to discuss the Cuban 
situation. No definite action was taken. 
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Radio Receiving Set Fires Are 
Attributable To Four Main Causes 


Lightning, Eliminators, Transients and Failure of Condensers 
Principal Hazards; Analysis of Fires Reported to 
the New York Board 


By J. W. FULMER, Ass’t Electrical Engineer, 


Underpriters’ Laboratories, New York 


J. W. Fulmer, assistant electrical en- 
gineer of the New York office of the Un- 
derwriters’ Laboratories, has made a 
study of fires attributed to radio receiv- 
ing sets and has included in his. investi- 
gation many of the twenty-seven radio 
fires reported during 1929 to the New 
York Board of Fire Underwriters. These 
form a partial basis for his deductions 
about the fire hazards of radio receiving 
sets which he has presented in the form 
of an article published in the electrical 
department number of “Laboratories’ 
Data,” the monthly magazine of the Lab- 
oratories. This interesting review of the 
risks in connection with the use of re- 
ceiving sets is of value to agents, brok- 
ers and others who are in direct contact 
with the millions of owners of such sets 
in this country. 

To the radio receiver, however, is al- 
located the major portion of the fire 
loss. The annual report of the New 
York Board of Fire Underwriters,. for 
the period ending December 31, 1928, in- 
dicates fifty-two fires with an estimated 
loss of $18,444, placing this class of 
devices fourth in the list of electrical 
fires. During ten months of 1929 twen- 
ty-seven radio fires were called to the 
attention of the New York Board of 
Fire Underwriters, many of which have 
been investigated by the writer and 
made the subject of some discussion in 
this article to point out the several 
known circumstances which give rise to 
radio fires. 

Regular Hazards of Radio Sets 


Analysis of schematic wiring diagrams . 


of the various circuits employed, supple- 
mented by investigations, point out that 
certain peculiarities of operation and use 
do make radio receiving apparatus a 
source of fire and lightning hazards not 
associated with other portable apparatus. 
These peculiarities are the operating 
ground usually employed and the fact 
that oftentimes the various pieces of ap- 
paratus such as chargers, “B” eliminat- 
ors, and possibly an amplifier are left 
connected to the circuit continuously. 
Other portable appliances such as flat 
irons, toasters, etc., are used for com- 
paratively short periods and probably 
not at all during lightning storms, and 
when not in use are generally entirely 
disconnected from the branch circuit. 
Furthermore, these appliances are gen- 
erally not grounded. 

The writer’s investigations indicate 
that the causes of radio fires may be 
assigned generally’ to the following: (1) 
lightning, (2) eliminators, (3) transients, 
(4) condenser failure. 

No attempts have been made to for- 
mulate the relative importance of each 
with respect to the fire hazard involved, 
since only the metropolitan area of New 
York is included, which may not be rep- 
resentative of the country as a whole. 

In years past the erection of an out- 
door antenna by a radio fan was the 
occasion for heated protest by his neigh- 
bors, particularly if the conductors trav- 
ersed their property. Today, however, 
the public assumes an altogether dif- 
ferent attitude toward lightning. We 
know that a properly installed antenna 
system, including adequate grounding, is 
actually a safeguard to adjoining prop- 
erties. This is not alwavs realized, and 
with the introduction of high frequency 
resistances in the antenna system de- 
struction of the receiver and associated 


apparatus, which may include “A” and 
“B” eliminators and trickle chargers, is 
quite likely. This resistance may be an 
inductance coil or non-inductive high 
resistance potentiometer in the antenna 
circuit at the receiver. 

Under these conditions and working 
on the basis that lightning be afforded 
a path as far as the antenna post at 
the receiver, the circuit would most like- 
ly be completed to ground by the ca- 
pacity between antenna lead and ground- 
ed chassis or power supply circuits, a 
situation most undesirable. In spite of 
the fact that an antenna system may 
be properly installed, the radio receiver 
still constitutes a lightning hazard since 
due regard must be given to the power 
supply circuit, the ungrounded side of 
which should also be considered some- 
what like an antenna system. 

Investigation of Lightning Loss 


This assumption is sustained by a ra- 
dio fire investigated in Brooklyn, New 
York. The radio receiver was the con- 
ventional neutrodyne intended for con- 
nection to a 110-volt, 60-cycle circuit. 
Damage to the receiver was slight, but 
a bare ground conductor connecting the 
receiver with a steam radiator ground 
charred the wood floor over which it 


was wired to a depth of almost three- 
eighths of an inch..-It was definitely 
known that an electrical storm passed 
over that locality at the time of the 
fire; furthermore, the receiver was not 
operating. 

Particular note was made of the fact 
that the receiver chassis and power 
transformer core were connected to the 
ground lead. The overheated ground lead 
and the time necessary to burn the 
woodwork to the depth noted suggested 
connection of grounded receiver parts 
to the ungrounded side of the power 
supply circuit, possibly by way of break- 
down between power transformer, pri- 
mary and core. ‘Tests verified this. 
From this it is deduced that a high 
clectro-static charge followed the un- 
grounded side of the power line to the 
unswitched conductor, making connec- 
tion with primary winding of the pow- 
er transformer with attendant failure 
of insulation. 

Ordinarily one would think that the 
resistance to ground would be low 
enough to open the branch circuit fuses, 
but further investigation indicated that 
the ten foot lead connecting the set to 
the steam radiator ground was a strand- 
ed iron picture wire; and, to make mat- 
ters worse, branch circuit fuses were 
thirty amperes. It is doubtful if a fire 
would have occurred had copper ‘wire 
been substituted for the iron ground 
wire. 

In several instances it was definitely 
ascertained that “A” and “B” eliminat- 
ors and trickle chargers, whether of the 
d-c. or a-c. types were directly respon- 
sible for certain radio fires. Although 
overheating of the parts of these devices 
was generally evident, the change in 
circuit conditions which gave rise to the 
overheating cannot be explained. 

Transients as Cause of Fire 

Another well established cause of ra- 
dio fires is transients, thus far seem- 
ingly pertinent to d-c. power-operated 
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radio receivers. As many as four d-c, 
radio fires were investigated to find that 
in every case the fire started anywhere 
from five to eleven hours after the re- 
ceiver was turned off. At first no ex- 
planation could be found, but with an 
increasing number of fires, under simi- 
lar circumstances, a study was made of 
the schematic wiring diagram. 

As these fires started long after the 
set was turned off, it would be wunrea- 
sonable to suppose that the fire actu- 
ally developed of its own accord dur- 
ing that period. It seems quite improb- 
able that, if during the operation of the 
set the insulation had attained the point 
of combustion, this insulation would 
really burn vigorously without other ac- 
celerating means. To arrive at a more 
rational conclusion, consider the changes 
occurring when the single-pole line 
switch is opened, disconnecting one side 
of the power supply from the receiving 
set. Assuming that the has been op- 
erating as intended, the reactors in the 
filter circuit and the primary windings 
of the audio-frequency transformers in- 
duce a certain number of lines of force 
in the iron cores contained within them 
as a result of the current flowing 
through the windings. 

Immediately upon opening the line 
switch, however, this magnetic field col- 
lapses. The change in itself would do 
little harm, provided the various cir- 
cuits did not also include condensers 
connected in the same circuit, but, most 
important of all, the fact that one side 
of the condenser is connected to ground 
—one side of the line of the power 
plant—the condensers failing as a result 
of the high induced voltage. 

So in spite of the fact that we have 
opened one side of the power supply 
circuit, a change has been introduced 
whereby the remaining common lead of 
the power supply circuit is afforded a 
path through relatively low resistances 
in the filter circuit, as a result of con- 
denser failure. Consequent heating, 
which is undoubtedly cumulative, as a 
result of insulation failure between turns 
anl layers of reactor windings, would 
give rise to the fire. It is pointed out, 
however, that this condition is possible 
only when the positive side of the pow- 
er circuit is grounded. 


Condenser Failures in Power Sets 


Ignoring transients, condenser failure 
still contributes to a large extent to 
breakdown of a-c. power-operated sets, 
particularly on account of the high op- 
erating voltages’ and the limited space 
for high capacity condensers with conse- 
quent decrease of the safety factor. In 
the paper or filter condenser, the applied 
voltage usually approaches the safe di- 
electric strength of the condenser, s0 
that there is certain to be real depre- 
ciation. The greatest factor in this i- 
stance is the slow disintegration of the 
paper used for the dielectric. There 18 
always a certain amount of leakage or 
current flow from one plate to another 
plate in a paper condenser. This _leak- 
age singles out the weakest spots in the 
dielectric, and more and more current 
flows through such parts of the vast 
spread of dielectric. This action as ac- 
celerated since more current means more 
concentrated heat and increased weak- 
ness, while increased weakness precip! 
tates accelerated current flow in a vr 
cious cycle. The approximate life of 
a paper condenser at normal working 
voltage may be 30,000 hours. However, 
a 10% overload has been found to re 
duce condenser life by 50%. 





BROOKS PARKER PROMOTED 


Brooks Parker, who has been con- 
nected with the special risk denartment 
of the Boston and Old Colony insurance 
companies, at Boston, has been pro 
moted to the position of junior speci 
agent. In his new work in the field he 
will assist special agents and will give 
particular attention to pushing side lines. 
He also expects to give attention 10 
aviation insurance. 
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City Self-Insurance 
Bill Appears Killed 


STRONG OPPOSITION DEVELOPS 





Sponsor Won’t Allow Vote in Committee 
Feeling Defeat Would be Certain; 
Small Support for Bill 





At least one of the group of bills 
sponsored by the New York State Con- 
ference of Mayore, which would allow 
municipalities to go into the mutual self 
insurance business of city owned prop- 
erty stands little chance of being re- 
ported. The Whitcomb bill, which 
amends the general city law by adding 
a new article, 5-B, under which a plan 
is set up for cities to go into the busi- 
ness of insuring against loss by fire of 
city owned buildings was referred to 
the Cities Committee of which Forman 
E. Whitcomb of Broome County is 
chairman. 


Assemblyman Charles J. Peters, a first 
year member from Utica, early in the 
session questioned the propriety of this 
bill and started an inquiry to determine 
if there was any sentiment for it in his 
locality. As a result other members of 
the committee did the same thing and 
the bill has not come to a vote in the 
committee. Mr. Peters made an attempt 
at a meeting of the Assembly Cities 
Committee to get this bill to a vote, but 
the chairman of the committee would 
not allow it to do so. Mr. Peters stated 
that the chairman stated he would not 
allow the bill to come to vote and be 
killed in committee. 

Later Chairman Whitcomb declared in 
an interview that insurance agents had 
talked with members of his committee 
and influenced them against the bill, 
that he certainly would not entertain a 
motion made by anyone else on the 
committee to consider his bill for the 
purpose of killing it and that he would 
let it go to Rules Committee where he 
might have a chance of getting it re- 
ported. Rules will take charge of all bills 
in the Assembly ten days prior to April 
4 which has been set in the Assembly 
resolution as the date for adjournment. 

This bill was featured by the Mayor’s 
Conference in its recommendations to 
the legislature in January. It is opposed 
by members of the committee who feel 
that it is an invitation for cities to en- 
gage in a dangerous and costly experi- 
ment. It looks as though the bill is 
dead for this year at least. 





117 PASS BROKERS’ TESTS 


More than 190 applicants for insur- 
ance brokers’ licenses took the exam- 
inations held by the New York State 
Insurance Department in this city on 
March 12. Of these applicants 117 
passed while 74 failed. This meant that 
about 61% passed, which is a somewhat 
better record than made at previous ex- 
aminations when often less than 50% 
of the applicants were successful in dem- 
onstrating that they were qualified to 
act as insurance brokers. 





NEW BALTIMORE BUREAU 


City officials in Baltimore are working 
on the details of a city bureau or agency 
to be vested with power to enforce all 
regulations looking to the reduction of 
fire hazards. At the present time some 
regulations are within the jurisdiction 
of the bureau of buildings and others 
are enforced by the fire department. 
The new agency will remove the over- 
lapping of work and more satisfactorily 
handle the details of enforcement it is 
believed. 





ALBANY FIELD CLUB MEETS 

The Albany Field Club is holding a 
meeting tonight at the DeWitt Clinton 
Hotel in Albany. The speaker will be 
Clarence T. Hubbard, secretary of the 
Automobile of Hartford. 


' Cosmopolitan With 


Lloyds Casualty 


WILL BE FIRE RUNNING MATE 





James A. Blainey Elected President and 
Ira A. Schiller Chairman; Several 
New Directors Named 





Control of the Cosmopolitan Fire has 
passed to interests connected with 
Lloyds Casualty and at the annual meet- 
ing of the stockholders this week several 
new members were elected to the board 
of directors. At the directors’ meeting 
which followed Ira A. Schiller of Bos- 
key, Schiller, Marvin & Serling, attor- 
neys, was elected chairman of the board; 
James A. Blainey was elected president, 
and Frank Cohen was elected executive 
vice-president. The home office of the 
Cosmopolitan will probably be removed 
from 92 William street to 75 Maiden 
Lane, where the Lloyds Casualty has 
its headquarters. 

The Cosmopolitan was formed in 1928 
with the original intention of specializ- 
ing in preferred hotel and theatre risks. 
Later it made connections with the Cor- 
roon & Reynolds organization and the 
company’s home office was moved to 92 
William street. Now it becomes the 
fire running mate of Lloyds Casualty. 
Last year the Cosmopolitan had a pre- 
mium income of more than $550,000 . 

Following are the new directors elect- 
ed this week: 

Ira A. Schiller. 

Carl Sherman, former Attorney Gen- 
eral of New York State. 

Walter B. Adams, of E. H. Rollins & 
Sons, investments. 

_ Christopher B. Wyatt, of E. H. Rol- 
lins & Sons. 

_Charles D. Robbins, member of the 
New York Stock Exchange. 

Charles E. Culpe-ser, president, Coca- 
Cola Bottling Co. 


Percy F. Biglin, secretary-treasurer, 
Lloyds Casualty. os 
os H. Pounds, director, Brooklyn 
ire. 

James A. Stack, treasurer, Stern & 
Stern, Inc. 
cated Barth, president, Barth Hotels 
oO 


Maurice E. Serling, attorney. 

Edward G. Griffin, former counsel to 
Governor of New York State. 

Charles G. Bond, president, Bay Park- 
way National Bank. 

Robert Van Iderstine, president Guar- 
dian Fire. 

Meyer Boskey, chairman of the board, 
Long Island National Bank and*Doug- 
laston National Bank. 

Herbert Begg, Toronto, Ont., insur- 
ance, 





ASSOCIATED GROUP FIGURES 


With combined premium income for 
the year 1929 of approximately $4,000,- 
000 the Assocaited Insurance Fund, Inc., 
group of companies which commenced 
business under the new banner of the 
holding corporation in January of last 
year, showed consistent and substantial 
growth, according to the financial state- 
ments of the Associated Indemnity, the 
Associated Fire & Marine and the As- 
sociated Insurance Fund, Inc. 


The Associated Indemnity showed the 
most active increases, although the As- 
sociated Fire & Marine, organized in 
December, 1928, made a good record. Its 
total net premiums were $331,288 and its 
investment earnings were in excess of 


$80,000. 





FIRE BILLS PASS SENATE 

The New York State Senate has 
passed the bills authorizing the Fire In- 
surance Salvage Corps of Brooklyn to 
merge with the New York Board of Fire 
Underwriters and continuing in perpetu- 
ity the New York Board of Fire Un- 
derwriters. ; 











“Life Insurance— 


A Declaration of Financial Independence” 


NATIONAL ASSOCIATION OF LIFE UNDERWRITERS 





LIFE INSURANCE COMPANY 


OF BOSTON. MASSACHUSETTS 











Policyholders. 


dollars. 


TOTAL LIABILITIES 


Reserve on Dividends 
to Policyholders........ 


All other Liabilities...... 


6 YEARS in business. Over 3 Billion 300 Mil- 
lion Outstanding Insurance on 4 1-2 Million 


New paid-for insurance in 1929, together with revived 
and increased insurance, $750,926,211, a gain of 15.4 
per cent on the figures of. 1928. 

Payments to Policyholders in 1929, $65,298,505. 

Total such payments in 67 years—over 600 million 


Dividends declared payable in 1930, $19,020,000, an 
increase of $1,400,000 over 1929. 

FINANCIAL SUMMARY, DECEMBER 31, 1929 
pies fe |) RA geaeeeeen eee. $542,140,977.93 
Policy Reserve ............ $459,613,281.00 


30,885,181.85 
11,955,113.88 $502,453,576.73 


SURPLUS FUNDS ........................0.....24 $ 39,687,401.20 











ance is byilt. 


Boston, Massachusetts. 








Unquestionable strength of resources is the rock upon which all real insur- 


A John Hancock policy is as good as any bond. 
For further information, address Inquiry Bureau, 197 Clarendon Street, 




















Strong List of Co.’s In 
Town of 20,000 People 


A.E.&J.A. EOFF AGENCY, FINDLAY 








Founder of Agency Now a Bank Presi- 
dent; Philosophy on Which 
Office Was Built 





On all the letter heads of A. E. & 


J. A. Eoff, insurance agents, Findlay, O., 
a city of 20,000 people, appears the fol- 
lowing: “To know what to do is wis- 
dom. To know how to do it is skill, 
To do the thing as it should be done is 
service. 

The agency was established in 1893 
by Arthur E. Eoff, father of John A, 
Eoff, who manages the agency. Arthur 
E. Eoff at the time was a clerk in the 
American-First National Bank of Find- 
lay. Today he is president of the bank. 

John A. Eoff took charge of the agen- 
cy in 1912. At the time it was sole- 
ly a fire insurance agency. Today it is 
writing all kinds of insurance, includ- 
ing bonds. The companies represented 
follow: 

Hartford Fire, National Union, Conti- 
nental, Connecticut, New Hampshire, 
Republic, Commercial Union, Glens 
Falls, Public Fire, National-Ben Frank- 
lin, United States, National Liberty, Su- 
perior, Northern Assurance, Aetna 
(Fire), Citizens, Rochester-American, 
Mercantile, Sun, National Surety, Hart- 
ford Accident & Indemnity, Fidelity & 
Deposit and Ohio Casualty. The agen- 
cy also represents the Hartford Live 
Stock and the John Hancock Mutual 
Life. 


OUTLINES NEW COMPETITION 


J. W. Longnecker, Advertising Mana- 
ger of Hartford Fire, Says Agent 
Is Up Against All Salesmen 
Speaking before the Connecticut As- 
sociation of Insurance Agents at Willi- 
mantic last week, J. W. Longnecker, 
advertising manager of the Hartford 
Fire, urged the necessity for the local 
agents to use intensified selling meth- 
ods to meet what he described as “The 
New Competition” which salesmen of in- 

surance protection are facing today. 

Mr. Longnecker pointed out how to- 
day the real competition which an in- 
surance agent faces is not the compe- 
tition of other insurance agents in town 
so much as it is with the radio dealer, 
the electrical refrigerator salesman, the 
store selling the latest thing in oil heat- 
ers, the automobile dealer and the smart 
specialty shops. 

“All the salesmen and all the adver- 
tising for these things,” said Mr. Long- 
necker, “combine to form a tremendous 
competition for the money which the 
average man and woman should spend 
for proper and adequate insurance pro- 
tection. This is the new competition 
. . . keen, relentless and intense in its 
sales and advertising campaigns for pub- 
lic notice and public favor.” 











EQUITY OUT OF MICHIGAN 

Withdrawal from Michigan of the 
Equity Fire of Kansas City, Mo., a stock 
company operated for the advantage of 
reciprocals, has been announced. Man- 
agement of the company, which is con- 
trolled by Bruce and Ralph Dodson, op- 
erators of the Reciprocal Exchange, no- 
tified the Michigan department that 
their company has been doing no busi- 
ness there recently. 





N. Y. EX-FIELDMEN’S DINNER 

The New York Ex-Fieldmen’s Society 
held its annual dinner last night at the 
Crescent Athletic Club in Brooklyn. 





CITY’S LOSSES DECREASE 
Fire losses in New York City have 
shown a favorable decrease in the first 
two months of 1930 as compared with 
the same period of 1929. The incurred 
losses handled by the New York Board 
dropped 10.75%. 
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Payroll and messenger robberies occur daily / 


Sell Payroll and Messenger Holdup insurance 
to clients who transfer money. 


The AMERICA FORE GROUP of lasurtuee Companies 


THE CONTINENTAL INSURANCE COMPANY  FIDELITY-PHENIX FIRE INSURANCE COMPANY NIAGARA FIRE INSURANCE COMPANY 
AMERICAN EAGLE FirE INSURANCE COMPANY FiRST AMERICAN FIRE INSURANCE COMPANY MARYLAND INSURANCE COMPANY OF DELAWARE 


ERNEST STURM » Chairman of the Boards = 
Eighty ‘Maiden Lane, ond PAUL L. HAID, President Sy New York,N.Y. 
THE FIDELITY AND CASUALTY COMPANY 
ERNEST STURM, Chairman of the Board 
WADE FETZER. President 
NEW_YORK CHICAGO ? — SAN FRANCISCO — DALLAS MONTREAL 
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Girls in Florida Insurance Office Have 
Strict Code Of Ethics Of Their Own 





B. D. Cole Office at West Palm Beach Known Throughout the 


State; Founded .by Brother of President of National 
Union; He Is Also President of a Fire Insurance Company 


A picture of the agency personnel of 
B. D. Cole, Inc., West Palm Beach, Fla., 
is shown on this page. ~* 

B. D. Cole is a brother of E. E. Cole, 
National Union. He 
entered the services of the National 
Union Fire in May, 1905, as_ special 
agent in Virginia and North Carolina. 
1906, he was made as- 
and in January, 1907, 
was clected secretary. He resigned 
from the Natonal Union in November, 


president of the 


On January 1, 


sistant treasurer, 


the Harco. 
of ethics: 

“To endeavor at all times to keep our 
ideals high, our thoughts clean and free 
from criticism and unkindness; our ac- 
tions courteous and_ considerate of 
others. 

“To refrain from unfavorably discus- 
sing (1). any girl in the office, (2) the 
organization or management of any de- 
partment or the head of such depart- 
ment or the officers of the organization, 
(3) the methods or management of the 
organization as a whole. 

“To see that each girl who comes into 


It has the following code 











122 E. 42nd Street 


Capital 
Admitted Assets 








Germanic Fire 
Insurance Company 
of New York 


NORMAN T. ROBERTSON, President 


STATEMENT AS OF DECEMBER 31, 1929 


Germanic Representation an Agency Asset 


New York City 


$1,000,000 
2,877,299 
2,079,013 




















1912, and went West for a time, engag- 


ing in the lumber business. Later he 
went to Florida where he opened a local 
agency in West Palm Beach. The agen- 
cy started with a few clerks and has 
grown to the extent that it is known 
throughout the state. 

B. D. Cole is also president of the 
Atlantic Fire Insurance Co. of Miami, 
Fla. 


The Cols 
_In the organization at the present 
time are twenty-six employes. The 


girls in the organization have their own 
association and appoint a monthly moni- 
tor whose responsibility it is to see that 
the regulations they have adopted are 
strictly observed. Their club is called 











Members of the B. D. Cole, Inc., Agency 








this office is extended a cordial welcome 
and made to feel that the corporation is 
interested in her comfort and welfare 
as well as her work. 

“To strive to be happier every day and 
in this way add to the happiness of 
those about us.” 

Agency Discussed 

In discussing the agency B. D. Cole 
said to The Eastern Underwriter: 

“Our business has increased within the 
past ten years more than 1,600%. What 
we have accomplished has been done 
through service to the insuring public 
through organization. Our progress and 
growth in the future will be measured 
by the degree of efficiency in organiza- 
tion. : 

“We have a department for every im- 
portant class of business, with. a sea- 


trained executive at 


soned, well the 
head. Through a special department we 


endeavor to apply scientific methods to 
the marketing of insurance. We do our 
own engineering work, have a well or- 
ganized claim department and are self 
constituted from the standpoint of serv- 
ice to the insuring public. In fact, we 
regard our business as a service organi- 
zation. 

“Our business is not selected solely 
from the standpoint of volume. It is 
properly selected from an underwriting 
standpoint. This is reflected in the very 
unusual record that we have had for 
practically all of the companies repre- 
sented, excepting the cyclone losses that 
resulted from the heavy storm which 
visited this locality in September, 1928.” 


arm conn seamen 





ROCKY MOUNTAIN SEPARATION 





Association There Adopts This Rule 
Following Withdrawal of Bureau 
Companies; General Agency Rule 
Formation of the Western Underwrit- 
ers’ Association with its group of mem- 
bers recruited from the ranks of the 
Western Insurance Bureau has caused 
a realignment of companies in Colorado, 
New Mexico and Wyoming. These 
states constitute the jurisdiction of the 
Rocky Mountain Fire Underwriters’ As- 
sociation. The Bureau companies have 
withdrawn from this association which 
has since adopted the policy of “sepa- 

ration” of mixed agencies. 

The supervisory committee of the 
Rocky Mountain Association now has a 
membership of seven, four being from 
the Western Underwriters’ Association 
and three from the Pacific Board of Fire 
Underwriters. The association also has 
adopted a rule to the effect that gen- 
eral agencies after March 1, 1931, will 
be forbidden to operate local agency 
attachments in any form. For the next 
several months it is expected that there 
will be considerable unrest in the Rocky 
Mountain field while the local agencies 
that have up to now represented both 
Bureau and other association companies 
are deciding which companies they shall 
retain. They will not be permitted un- 
der the “separation” rule to represent 
association companies if they retain Bu- 
reau members. 





MADE N. J. SPECIAL 


D. R. Olmstead has been appointed a 
special agent in New Jersey for the 
Eagle Fire of New York. Mr. Olm- 
stead has been engaged in the fire in- 
surance field for a number of years and 
is thoroughly familiar with the New Jer- 
sey field and has a large acquaintance 
among agents and brokers throughout 
the state. 








Capital - - 
Home Office . 


Fire Explosion 
Sprinkler Leakage 

Use and Occupancy 
Inland Marine 
Automobile 





The 


Baltimore American Insurance Company 


of New York 


1071 Sixth Avenue, New York City 


Goodwill Built Through Good Service 


—writes— 


Tourist Baggage 
Parcel Post 
Windstorm 

Rent & Rental Values 


- = $1,000,000.00 


Riot &Civi} Commotion 

Registered Mail 

Tornado 

Aircraft Property 
Damage 
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THE FIRE REASSURANCE COMPANY 
of New York 


AMERICAN. RESERVE INSURANCE COMPANY 
of New York 


LINCOLN FIRE INSURANCE COMPANY 
: of New York 


THE FIRST REINSURANCE COMPANY 
: of Hartford 


115 Broad Street 








REINSURANCE 


FIRE AND CASUALTY | 


ROSSIA INSURANCE COMPANY 


America 








Hartford, Conn. 
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Tue ranger’s watch 
is the first measure of security 
for the resources of our re- 
maining timber lands, the 
preservation of which is a duty 
to posterity. 


Business can depend upon 
insurance — the outstanding 
measure of security for the 
factors of present and future 
prosperity. 


Look for the Royal Shield 
on a fire insurance policy—it 
means Security First. 








ROYAL | 
INSURANCE Jae 
~COMPANY. Al 


WHINED. 


ROYAL 


INSURANCE COMPANY LTD 


DEPARTMENTAL OFFICES: 


NEW YORK ATLANTA, GA. BOSTON, MASS. CHICAGO, ILL. SAN FRANCISCO, CAL. 


William Mackintosh, Manager S. Y. Tupper, Manager Field & Cowles, Managers Elwin W. Law, Manager H. R. Burke, Manager 
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Frankfort General Liquidation 
Is Now Making Some Progress 


There is now at least some progress 
in the liquidation of the Frankfort Gen- 
eral. Liquidation is to start immediate- 
ly and it is to be done in co-operation 
with a creditors committee composed of 
fourteen members. On this committee 
foreign creditors are represented by four 
members, insurance creditors by four 
German financial creditors two and the 
banks, members of the board of the 
company, four. 

The distribution of the results of the 
liquidation is to be effected as follows: 

At first all creditors with the excep- 
tion of the banks receive 40% of their 
claims. After this has been paid credi- 
tors who on November 16th had neither 
security nor other debtors than the 
Frankfort General for their claims re- 
ceive another 10%. After those credi- 
tors have been satisfied the banks are 
entitled to receive 40% of their claims 
and what remains will be distributed 
among all creditors, in accordance with 
bankruptcy customs. 

A pool of banks chiefly composed of 
banks represented on the board will 
grant the Frankfort General a credit of 
8,000,000 marks after the agreement has 
been concluded, in order to make it pos- 
sible at once to pay a dividend of 20%. 
The bank pool also guarantees the cred- 
itors this dividend. The creditors’ com- 
mittee has asked the superintendent of 
insurance to take the necessary steps 
to make an extra-judicial settlement of 
the matter possible. , 

The agreement proposed insures the 
bond creditors a dividend of 70 to 80% 
of their claims as they have also direct 


claims against firms of the group which 
are directly liable and which will add 
to the 40% they receive from the Frank- 
fort General itself. A concession had 
to be made to the direct creditors of the 
company and thus they are to receive 
the second 10%. This still leaves them 
in a position much more unfavorable 
than that of the bond creditors as ac- 
cording to latest estimates hardly more 
oo 42% can be expected from the res- 
idue. 

If the proposal of the creditors’ com- 
mittee ‘is not accepted a compulsory 
agreement before the courts is to be 
expected, and therefore it is not likely 
that there will be much opposition to 
the plan. 

The question of the stockholders’ in- 
demnification has been left open. It has 
not been stated as yet if and how far 
the banks, which were represented on 
the board and which are therefore held 
responsible by small stockholders, will 
be ready to make sacrifices. It is said 
that recently parties closely connected 
with the banks have bought up Frank- 
fort General shares at 400 marks nomi- 
nal value at 80 marks. However, it now 
looks as if indemnification of 10% only 
of the nominal value will be paid at that. 

Opposing shareholders’ groups have 
apparently been deprived of the possi- 
bilitv to press a suit against the board 
of directors. They would need 10% of 
the capital to bring such a suit, and the 
board has evidently protected itself 
against the disagreeable consequences of 
scandals which would be divulged in a 
suit. 








SENTENCE BRONX RACKETEERS 


One Gets 7% to 15 Years and Other 
5 to 10 Years As Result of Apart- 
ment House Fires 

As a direct result of the disastrous 
apartment house fires in the Bronx last 
summer and fail Anthony Montforte, 
head of the Plasterers’ Information Bu- 
reau and the United Lathing Co., this 
week was sentenced to serve from seven 
and a half to fifteen years in Sing Sing 
prison. He was convicted of extortion 
in connection with racketeering in the 
Bronx. building industry and received 
the maximum sentence from County 
Judge Barrett. His aide. Michael M-- 
Closkey, treasurer and sole delegate of 
Lathers’ Local 308, who was found 
guilty of acting in concert with Mo: - 
forte, was sentenced to serve from five 
to ten years. 

The indictments charging extortion 
were returned during a grand jury in- 
vestigation of racketeering and_ sus- 
picious fires which began last summer. 
The fires caused more than $2,500.000 
damage to apartment houses in course 
of construction. Three other men are 
awaiting trial on charges of perjurv and 
a fourth is accused of having falsified 
his business records. 








REINSURING OHIO COMPANY 

In accordance with its recently an- 
nounced plans the Commonwealth Cas- 
ualty is now reinsuring the casualty 
business of the American Guaranty of 
Ohio, this company having ceased active 
operations on March 15. Inasmuch as 
the charter of the American Guaranty 
permits it to write automobile fire and 
theft, the company will continue to write 
these two lines in Ohio only. 
_ Following the completion of the re- 
insurance the American Guaranty will 
be reorganized as a fire running mate of 
the Commonwealth. C. William Freed, 
secretary of the Commonwealth, is its 
temporary president. 








Incorporated—1859 
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Fire 
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National Liberty Insurance Company 
of America 
1071 Sixth Avenue, New York City 


One of the Oldest and One of the Best 


—writes— 


Tourist Baggage 


Rent & Rental Values 
Losses paid since organization—$83,000,000.00 


Capital—$10,000,000.00 


Riot & Civil Commotion 

Registered Mail 

Tornado 

Aircraft Property 
Damage 








Nat’l Ass’n Meeting 


(Continued from Page 22) 


against representing cut-rate companies 
in any line and said that in its investi- 
gation of acquisition costs the National 
Convention of Insurance Commissioners 
‘s likely to be led to believe that the 
standard companies are paying commis- 
sions in excess of what is considered 
reasonable. 





PHOENIX DIRECTOR DIES 


Robert Joseph Allyn, well-known 
Hartford capitalist and a director of the 
Phoenix Fire, died suddenly: Tuesday in 
Havana where he had been spending the 
winter. He suffered a paralytic stroke 
in November, 1927, and had been par- 
tially invalided since then. 
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Past Performance 


Opec the past ten years, the average growth 
of the companies which are represented in 
the portfolio of Insuranshares Corporation of Dela- 


r 
é ware has resulted in an average gain to an investor 
i in their stocks of 35 per cent. annually on the aver- 
f age amount of money invested. 

A 

- 


This figure includes cash dividends, rights, stock 
dividends, and appreciation in market value of the 
various stocks. The period used extends from 


December 1919, to December 1929. 


The portfolio of Insuranshares Corporation of 
C Delaware, an investment company, consists almost 
wholly of the securities of selected bank and insur- 


¢ Full information concerning Insuranshares 
: Corporation of Delaware will be sent upon 
c request or ask your own broker about it. 
by 


INSURANSHARES 
of NEW YORK 


Underwriters and Distributors 
49 Wall Street, New York 





CORPORATION 


San Francisco 























Agency Cost Replies 
Now Being Analyzed 


PRELIMINARY REPORT GIVEN 





Committee of National Association 
Waiting for More Returns Before 
Announcing Results of Effort 





While a large number of replies to 
the agency cost questionnaires sent out 
by the National Association of Insur- 
ance Agents to its members have been 
rceived and more are coming in daily 
enough were yet in the hands of the 
Better Business Methods Committee to 
give a full picture of agency expenses, 
Chairman J. Stewart Pearce of Tulsa, 
Okla., reported on Wednesday at the 
mid-year meeting of the National As- 
sociation at Charlotte, N. C. 

“The present agency cost sheet has 
a two-fold purpose,” the committee re- 
ported, “first to enable our members to 
compare the composite averages with 
their own cost of operation, and there- 
by determine whether their business is 
being operated on as economical a ba- 
sis as the average agency in its class; 
and secondly to justify the so-called 
‘acquisition’ expense, where the. question 
of agency commission is involved, at 
rate hearings or conferences with com- 
pany executives. 

“Now, however, in view of the ap- 
pointment of a committee by the in- 
surance commissioners to investigate the 
costs in all branches of the insurance 
business, and in view of the commit- 
tee’s subsequent activities, the obtain- 
ing at this time of up to date agency 
cost averages takes on an added sig- 
nificance. 

“The present cost sheet, sent out Feb- 

ruary 1, 1930, has been made as simple 
as possible, and while the response has 
been fairly good up to the present time, 
the number of replies has not been as 
large, as yet, as had been anticipated; 
but the returns are still being received 
daily at the New York office. 
_ “As received, the cost sheets are be- 
ing separated into the following classes: 
Agencies producing annual premiums of 
(1) less than $25,000; (2) $25,000 to $75,- 
000; (3) $75.000 to $150,000; (4) $150,- 
000 to 500,000, and (5) over $500,000. 

“An added feature on the present cost 
sheets: was the statement that the size 
of the city in which the agency is lo- 
cated is desirable for making complete 
analysis by cities. As by far the ma- 
jority of returns received so far have 
given (in confidence) the name of the 
agency, city and state and population 
of the city, although these facts were 
left to the option of each agent as to 
their inclusion, the committee will sub- 
sequently have material at hand to make 
comparisons based on a classification by 
cities as well as by size of agency.” 
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LOYAL TO PRINCIPLE—TO LOYAL AGENTS, LOYAL 
JANUARY 1, 1929, STATEMENTS 


NEAL bay gh Presid JOHN KAY, Vice-Pres’t and Treasurer 
A. H. HASSINGER.  Vice-Pres’ t WELLS T. BASSETT, Vice-Pres’t ARCHIBALD KEMP, 2d Vice-Pres’t 


FIREMEN’S INSURANCE COMPANY 


OF NEWARK, N. J. 








SURPLUS 
ASSETS - LIABILITIES CAPITAL NET SURPLUS POLICYHOLDERS 


. $56,065,676.33 $19,562,549.89 $13,500,000.00 $23,003,126.44 $36,503,126.44 





HENRY M. GRATZ, President NEAL BASSETT. Vice-Pres’t 
JOHN KAY, V.-Pres’t. A. H. HASSINGER, V.-Pres’t WE1.LS T. BASSETT, V.-Pres’t ARCHIBALD KEMP, 2d V.-Pres’t 
ORGANIZED 1853 


di THE GIRARD F. & M. INSURANCE CO. 


OF PHILADELPHIA, PA. 


d $ 6,036,606.06 $ 2,834,467.72  $ 1,000,000.00  $ 2,202,138.34  $ 3,202,138.34 











NEAL BASSETT, President JOHN KAY. Vice-Pres’t and Treasurer 

ion A: H. HASSINGER, Vice-Pres’t WELLS a. —_— ARCHIBALD KEMP, 2d Vice-Pres’t 
‘ MECHANICS INSURANCE CO. 

OF PHILADELPHIA, PA. 
al $ 4,881,357.40 - $ 2,770,413.44 $ 600,000.00 $ 1,510,943.96 $ 2,110,943.96 
i ttt SAT et a isncitie:” dill maciiee? | seaman 
to ; NATIONAL-BEN FRANKLIN FIRE INS. CO. . 
ses, ; OF PITTSBURGH, PA. 


the $ 5,021,040.53  $ 2,502,743.59  $ 1,000,000.00  $ 1,518,296.84  $ 2,518,296.84 


A. H. TRIMBLE, President 





NEAL BASSETT, Vice-Pres't 


has JOHN KAY, V.-Pres’t A. H. HASSINGER, V.: ae t eee Ts T. BASSETT. V.-Pres’t. ARCHIBALD KEMP, 2d V.-Pres’t 
a SUPERIOR FIRE INSURAN CE CO. 


PITTSBURGH, PA 


. $ 4,837,239.59  $ 2,492,228.84  $ 1,000,000.00 $ 1,345,010.75 — $ 2,345,010.75 





ass; Ww. RE. WOLLAEGER, President NEAL BASSETT, von ae t 


* JOHN KAY, V.-Pres’ t A. H. HASSINGER, V. wie omnis 1 BASSETT, V.-Pres’t ARCHIBALD KEMP, 2d V.- 
tion 


at CONCORDIA FIRE INSURANCE CO. 


OF MILWAUKEE, WIS. 


ap- 3 $ 5,359,804.52 $ 2,486,092.08 $ 1 a 000. 00 $ 1,873,712.44  $ 2,873,712.44 








mit4 CHARLES L. JACKMAN, Precident 4 L BASSETT, Vice-Pres’t 
aid N KAY, V.-Pres't. A. H. HASSINGER, V. Pree WELLS T. Bs BASSETT, V.-Pres’t ARCHIBALD KEMP, 2d V.-Pres’t 
"ial CAPITAL FIRE. IN SURAN CE CO. 
ONCORD, 
Feb $ 666,598.88 $ 196.08 5 “300, 000. 00" $ 366,402.80 $ 666,402.80 
has —aaee 
—_ ; NEAL BASSETT, Chairman of Board 
ited: - SU EDONEGAN. fon V Pres’ ’t & Gen’l Counsel J. C. HEYER, Vice-Pres’t WM. P. STANTON. Vice ries maa ’ 
sived 


ORGANIZED 1874 


_ bes METROPOLITAN - CASUALTY INSURANCE CO. 


a F NEW YORK. 
as of 








$75: $15,452.308.70 $10,173,698.43 $. 1,500,000. 00. $ 3,778,610.27 $ 5,278,610.27 
a EASTERN DEPARTMENT 
cost 10 Park Place 
Be: Newark, New Jersey: 
pat WESTERN DEPARTMENT CANADIAN DEPARTMENT PACIFIC DEPARTMENT 
have 844 Rush Street, 461-467 Bay Street, 60 Sansome Street 
| Chane. — Toronto, Canada San Francisco, California 
were laa iyo oo ees MASSIE & RENWICK, Limited,  w. w. & E. G. POTTER, Manages 
a H. R. M. SMITH Managers Ass’t Manager 
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Many Arrests In Arson Racket 


(Continued from Page 20) 


pany the detectives to New York. Upon 
his arrival he was immediately taken to 
United States Attorney Tuttle’s office. 
Mr. Curran, who has been in charge of 
the investigation, obtained complete con- 
fession from Eisenstein in which admis- 
sions were made that for compensation 
he made the fire at the place of business 
of Louis Dachis on July 29, 1929, at the 
place of business of Lerner & Green- 
berg, on July 8, 1929, and at other places 
of business in Philadelphia, Atlantic City 
and New York City. 
Greenberg Also Confesses 


While Eisenstein was being rushed to 
New York from Virginia Ben Green- 
berg, of the former firm of Lerner & 
Greenberg, which also had an incendiary 
fire made on July 8 1929, was coming 
from Montreal, Canada, where he had 
been in hiding for three months. Green- 
berg was concerned not only in his own 
incendiary fire, but was one of those 
who assisted in the making of the fire 
in the premises of Louis Dachis last 
Juy 29. Greenberg has made a com- 
plete confession with regard to both of 
these incendiary fires. 

One of the interesting phases revealed 
by some of the confessions is the appar- 
ent deliberateness with which certain 
crooked merchants attempt to solve 
their financial difficulties. In several 
cases concerning which confessions were 
made, it was disclosed that the merchant 
in question gave consideration to the 
question of whether he would have an 
incendiary. fire, a crooked bankruptcy or 
a fake burglary. In these particular 
cases, the incendiary fire appeared to be 
the easiest avenue out of the financial 
difficulties of. the individual involved in 
the particular case. There appeared to 
be an actual weighing of the probabili- 
ties of success in the choice of a 
crooked fire, a crooked bankruptcy or a 
crooked burglary. 


How System Was Operated 


In the Dachis case as well as the 
Lerner & Greenberg case, the method 
employed was much the same: that is, 
the purchasing of goods on credit, their 
subsequent removal from the insured 
premises, the concealment of moneys 
realized on such surreptitious sales, and 
then setting on fire of the premises 
after they had been denuded of all valu- 
able merchandise and where nothing but 
worthless junk was left in the premises, 
the identity of which it was hoped to 
destroy by means of a fire that was 
supposed to be what in the parlance of 
the fire bug is a “total destruction job.” 

The Dachis fire was a terrific one that 
raged for hours, and it was accompa- 
nied by a series of explosions. After 
the firemen had apparently extinguished 
the fire, another explosion occurred that 
necessitated further reinforcements and 
energetic work on the part of the Fire 
Department to prevent the spread of 
the blaze. 

As a result of the work of the United 
States Attorney’s office Louis Dachis 
and Jacob Dachis pleaded guilty to an 
indictment and confessions were ob- 
tained from others involved in other 
fires in this city. The story of these 
men, including Eisenstein, was placed 
before the Grand Jury and indictments 
were asked of merchants in the City 
of New York, who are alleged to have 


engaged the professional services of the 
fire bug in times past. 


Dangerous Ring Broken Up 


Assistant United States Attorney 
Curran states that the capture has 
broken up one of the most dangerous 
arson rings which has operated in this 
country in years. Mr. Curran stated 
that the firebug used a grooved piece of 
wood in which a larve piece of punk was 
placed. At one end of the wood, cotton 
soaked with alcohol was placed; holes 
were bored through the ceilings to the 
other floors and strips of cotton sau- 
rated with alcohol were carried through 
the openings; then Eisenstein placed 
matches at different points upon the 
wooden base fixing them with a wad of 
chewing gum. The fire was timed by 
the length of the piece of punk used; 
ordinarily the arsonist used a _ piece 
which was large enough to give him 
five hours to make a getaway to his 
home in Atlantic City. 

United States Attorney Tuttle states 
that these arson rings cost the insur- 
ance companies millions of dollars an- 
nually. Fire Marshal Brophy added that 
the speedy indictment of the Dachis 
brothers by Mr. Tuttle insnired such 
fear in like minded that there have been 








no more incendiary fires among furriers 
in the city since last summer. 

Co-operating in the investigation over 
a period of eight months have been As- 
sistant U. S. Attorney Thomas Curran, 
former Deputy Attorney General Samuel 
A. Berger, and former State Senator 
Abraham Kaplan, representing the New 
York Board of Fire Underwriters. Also 
Fire Marshal Brophy and Detectives 
Maurice Gaughran and Michael Melia 
of Police Headquarters, assigned to the 
case at the request of the United States 
Attorney, and Jules Meyers, the fur ex- 
pert, and Post Office Inspector Shea. 

‘These men have been working day and 
night for a period of seven months and 
the effort was finally rewarded by the 
capture of Eisenstein. 


Companies Involved in This Case 


The insurance companies against 
whom proofs of loss were filed by Louis 
Dachis and Lerner & Greenberg are: 

Automobile of Hartford, Potomac, 
National Union, Glens Falls, National 
Reserve, London & Provincial, Liberty 
Bell, United States, Globe & Rutgers, 
London Assurance, National Liberty, 
Federal Union, Girard Fire & Marine, 
Western, City, American Alliance, 
Presidential, La Salle, Buffalo, Long 
Island , Minnesota, Public Fire and 
Atlas. : 

Mr. Tuttle said Eisenstein explained 
the Government, but in case of accident 
their families or beneficiaries are given 
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a special indemnity, according to their 
grade, 

In ordinary life insurance contracts 
the aviation risk is admitted without an 
extra premium for passengers on regular 
air lines. For those engaged in flying, 
a special contract is required with extra 
premium. 

To date the Trust has done very well 
in aviation business, because the major- 
ity of accidents occurs among military 
pilots, \for whom the Government pro- 
vides. The greater part of civilian acci- 
dents occurs among instructors. 

The commercial air lines are insuring 
themselves against accidents to the pas- 
sengers for 100,000 lire per passenger. 
The law requires that this amount be 
paid by operating companies for each 
death occurring on their lines. 
that his “regular” fee was $3,000; but 
that he often accepted a retainer of $500 
to $1,000 for “expenses,” leaving the 
$3,000 as a contingent fee, to be paid as 
soon as insurance claims were collected 
by the merchant for the full stock of 
goods which the merchant had sent else- 
where before letting Eisenstein in to do 
what he called “a job of complete de- 
struction” on the empty shop. 

Eisenstein, 51 years old, formerly a 
merchant himself, according to the con- 
fession now on record in Mr. Tuttle’s 
office, has served merchants in New 
York and Philadelphia, and was sum- 
moned to Atlantic City by a merchant 
who, however, was willing to pay only 
$250. Mr. Tuttle says Eisenstein refused 
to set that fire, but that the shop burned 
later anyway. 

The total value of insurance claims 
resulting from the fires which Eisenstein 
admits in this and other cities, according 
to Mr. Tuttle, is about $500,000, involv- 
ing seven merchants. 

The Federal charge on which the in- 
dictment of the merchants will be asked, 
according to Mr. Tuttle, will be using 
the mails to defraud the insurance com- 
panies and conspiring to use the mails 
to defraud, Federal offenses punishable 
by a sentence of five years and two 
years, respectively, on each count pre- 
sented. 

“Each letter mailed can be made a 
separate count,” Mr. Tuttle said. 





SWITZ. GENERAL FIGURES 

The Switzerland General of Zurich, 
represented in this country for ocean 
and inland marine and transportation 
lines by Bertschmann & Maloy of New 
York City, showed assets at the end of 
1929 of $2,021,742 for the United States 
branch. This was an increase of $377,- 
286. The surplus to policyholders is $1,- 
033,981, a gain of $111,287 for the year. 





UNIVERSAL ENTERED ABROAD 
The Universal of Newark, which is 
controlled by Talbot, Bird & Co. and 
handles a large volume of marine insur- 
ance, is now entered in Canada, Eng- 
land, Holland, India and China, from 
which countries it will be able to se- 
cure a good spread of business. 





AGENCY INCORPORATES 


The Charles V. Duffy Agency at Pat- 
erson, N. J., has been incorporated by 
Charles V. Duffy, Charles L. V. Duffy 
and Vincent C. Duffy. The agency has 
been established for years in the New 
Jersey city. 


PUBLIC FIRE APPOINTMENT 


The Public Fire has appointed Charles 
G. Marcus in Hartford. 
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Windstorm Protection Called A 
Real Necessity To Property Owners 





——— e 


By EARL C. GIBBS, 
Superintendent Western Dep’t., Boston and Old Colony Insurance Cos. 


lVindstorm coverage instead of being a 
sort of luxury type of insurance protec- 
tion for those able to afford such is in 
reality a necessity for property owners 
and especially those who already carry 
fire policies. Earl C. Gibbs, superinten- 
dent of the Western department of the 
Boston and Old Colony companies, in the 
following article taken from the compa- 
nies’ monthly publication, the “Accelera- 
tor,’ points out how a fire cover may be 
voided through damage done by a wind- 
storm even though fire ensues. Therefore 
he believes every property owner should 
have tornado insurance equal in amount 
to his outstanding fire insurance. 

Can the imagination of man even ap- 
proach a close estimate of what the fire 
loss in this country would amount to if 
we did not have abundant water supply 
and modern fire-fighting equipment at 
the command of: efficient and _ well- 
trained men? I am sure that the most 
imaginative person would not hazard a 
guess. And yet thousands upon thou- 
sands of property owners are without 
proper protection today against fire. 
And still they may have ample fire in- 
surance. 

How is that, you say? Before I an- 
swer that, let me discuss the tornado 
and its cousin the destructive wind- 
storm. To my mind the average agent 
today is not alert to the need of tor- 
nado and windstorm insurance. He will 
tell his companies that the coverage can- 
not be sold in his locality and that prop- 
erty owners will not buy the protection 
because they have never had a tornado 
in the immediate vicinity. This condi- 
tion reminds me that such an agent is 


;not a salesman but a “waiter,” waiting 


for the horse to be stolen so that he 
can lock the barn door. Thus, in real- 
ity, he is waiting for the most dreaded 
of all catastrophes to happen so that he 
can sit at his desk and take orders for 
tornado insurance. 


Tornado and Fire Coverage Should 
Be Equal 


There is also the agent who writes 
a tornado policy for every assured on 
his books and brags about it, but ad- 
mits that he never attempts to load on 
as much tornado coverage as he does 
fire coverage. To my mind the smart 
agent is the man who applies the same 
degree of high-class salesmanship to the 
sale of tornado and windstorm insur- 
ance that he does to fire and other lines. 

Here is an important point for any 
agent to consider. Why should he sell 
his clients something they don’t want or 
more than they want? The real answer 
to this is because the client does want 
it but doesn’t know it until the agent has 
sold him on the idea. In the first place 
there is no part of this country that is 
immune from tornadoes and windstorms. 
The official records show that the great- 
est damage done by tornadoes is not in 
the western prairie states as it is so 
Often thought, but in Illinois, Missouri, 
Ohio and Indiana. In fact, approximate- 
ly 30% of the tornadoes in 1928 were 
east of the Mississippi River. including 
Such Atlantic sea-board states as New 

ork, Pennsylvania and New Hamp- 
Shire. Tornadoes in the past five years, 
according to official records, have taken 
their toll in property amounting to 
$10,909,350 (these figures do not include 
damage caused by violent windstorm, 

Otherwise the figures might be double). 
Wind Damage May Void Fire Policy 

How many of your clients know that 
the fire policy becomes void if the build- 
ing or any part (in some policies “any 
Material part”) thereof falls except as 

the result of fire? This applies to con- 


tents as well as the building itself. If 
a portion of the building should fall be- 
cause of wind and a gas line breaks or 
a chimney separates thus causing fire 
to ensue, your assureds will not have 
proper protection unless you have made 
them see the necessity of carrying suffi- 
cient tornado insurance to indemnify 
them in case of total loss of the prop- 


erty except in those sections where co- 
insurance is compulsory. 

Thus, if property worth $20,000 is 
protected by a $5,000 tornado policy, the 
actual tornado damage may not have 
exceeded the amount of the policy, but 
resultant fire has destroyed the balance 
of the property and the owner has a 
loss of $15,000 for which he cannot col- 
lect on his fire policy. This is the rea- 
son why your client should be shown 
that he may not have as much fire in- 
surance as he thinks he has. 

For he must in the above case de- 
pend on the tornado insurance to pay 
both the tornado and fire loss. Many 
people do not carry tornado insurance 
on contents because they do not believe 
a tornado or windstorm could destroy 
both building and contents. However, 

suppose fire results from the tornado. 


How will the assured be covered unless 
he is amply protected by full coverage 
against the destructive windstorm? 

A large per cent of the tornado poli- 
cies in force today are only a small frac- 
tion of the amount of fire insurance on 
the same property. 





DEATH OF EDWIN B. EGGERT 
Edwin B. Eggert, a vice-president of 
the Buffalo Insurance Co., died recently. 


He was well known in Buffalo insurance 
circles. 





JOINS FRED S. JAMES & CO. 

Michael J. McBride has joined the 
production staff of Fred S. James & Co. 
and will develop brokerage business in 
New York City and Brooklyn. 
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eA interested listener often makes the most convincing 
talker. Let your prospect talk first—and listen to him. 
First, because it’s a matter of common courtesy. Second, 
because it’s a matter of wisdom—gives you an opportu- 
nity to study him, to learn his viewpoints, his arguments. 
Then you have something specific to talk about. You 
know exactly what to say. You talk to a point. He 
who talks last talks best. Try it. 

If you do any appreciable amount of advertising, it is a good 

policy to adopt some trademark, trade character or slogan. 

This is an effective way of gaining a cumulative result from a 


number of different advertisements. Practically every large . 
advertiser, realizing this fact, adopts some identifying mark. 


FIREMAN’S FUND GROUP 


FIREMAN’S FUND, HoME FirE & MARINE and OCCIDENTAL INSURANCE COMPANIES, 
and on the Pacific Coast the OCCIDENTAL INDEMNITY COMPANY 
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TALES of the ROAD 


By E. H. HORNBOSTEL, 
New York State Agent, Firemen’s of N. J. 








Years ago, some of us young exami- 
ners (among whom I was one), in a 
spirit of fun, made a top at home office 


with a four sided disk, sides being 
marked as follows: “Pass,” “cancel,” 
“reinsure, “survey” and we placed this 
on a daily report and spun it. When 


it stopped it landed on one of these di- 
rections. With the large element of 
luck in this business, perhaps results 
could be obtained this way as well as 
by scientific underwriting. It might be 
a good way to play the stock market 
too, who knows? 
* * * 

Nothing Like Being Accommodating 

An exasperated agent, pounded by his 
special agent for more business, when 
there was none, exclaimed “Do you want 
me to build a building just in order to 
give you a premium?” 

I knew of an agent who, to swell his 
showing did not build a building, but 
did write up a policy on a non-exist- 
ing dwelling. This is certainly going 
the limit, especially as he paid the pre- 
mium out of his own pocket. 

There was another agent I know who 
was a good mechanic at Tivoli, N. Y., 
who, himself, repaired a chimney struck 
by lightning to the satisfaction of as- 
sured and told me some time later but 
never claimed anything from the com- 
pany. I never met another agent in my 
long experience who did anything like 
this to keep the loss ratio down. That 
agent died long ago. His kind has never 
been replaced. 

~ * 


Woodlore 

In traveling through the great woods 
in northern Canada I learned that a 
pine tree, when tapped to repair a birch 
bark canoe by the Indians or otherwise, 
would “bleed” sufficiently to form a lump 
of resin that would act as a sun glass 
does, in reflecting the rays of the sun 
at a certain time of the day, and set 
the woods on fire. 

Also, it is known that the wind causes 
the rubbing togethertof pine needles, 
which under certain atmospheric condi- 
tions would cause static sparks, and set 
a tree on fire. The Indians ascribe this 
phenomenon to the Great Spirit. We 
know it is frictional electricity. 

* * * 


Escapes Cremation 

I was traveling from Ottawa to Parry 
Sound in 1913, a stretch of about 200 
miles, of which more than half is through 
dense forests, which the Canadians curi- 
ously call “bush.” 

We traveled about forty miles through 
burning woods. The windows were all 
cracked and part of the old wooden 
cars caught fire occasionally. We reached 
a junction where there was a large clear- 
ing. The conductor and engineer took 
a vote among the passengers as to 
whether we would stay there, go back, 
or go on, as they did not want to take 
the full responsibility. 

We voted to go on. About twenty 
miles from our destination we encoun- 
tered a derailed freight train, and as 
there was only one track we all had 
to get out and walk about a quarter 
of a mile through the swamp along the 
derailed train to get into another train 
which had been sent from Parry Sound. 
The whole trip was certainly no joke, 


and an experience that I would not care 
to go through again. 

Field men who travel through the Em- 
pire State in the first-class railroads or 
on the fine automobile roads have no 
conception of the real hardships as en- 
countered in traveling in wild sections 
of Ontario. 

My eyes and throat were raw for 
many days and it is fortunate we were 
not cremated. 

ek * 


Got Anti-Prairie Feeling 


One misses the trees in Canadian 
prairie towns. In, Winnipeg and Re- 
gina I wondered what was the matter 
with the landscape until I realized that 
the absence of trees (or only very small 
trees) caused my uneasiness. 

Some parts of the prairies have 
stretches of hilly land and the entire 
absence of trees make an Easterner feel 
strange. Also, I missed the rolling wood- 
ed hills of central New York so that I 
often felt like building up a sand nile 
just to see what a hill looked like, and 
sticking a few leaves on top to give the 
woody effect. 

* * x 


Not So Irritating as Paper Towels 
at That 


In former times, before the days of 
sanitary ideas, the revolving hotel wash 
room towel was a much used institution. 

An old traveling man told me in the 
wash room that he knew his friend had 
arrived because he saw the imprint of 
his dirty hand on the towel. I used 
these towels for years, and it is a source 
of surprise to me now, that I never got 
any infections from them. 

ot, ae 


Potatoes for Insurance Premiums 


An agent of mine in western New 
York had a rich old customer on his 
books who raised a large potato crop 
each year and paid his insurance pre- 
miums in potatoes. Later on, when the 
assured wanted to cancel the policy, as 
the potatoes had been shipped, he in- 
sisted on a money return premium, but 
our agent did not see it that way. He 
paid him back with his own potatoes. 
He correctly maintained that if the as- 
sured substituted money by potatoes he 
had a right to do the same thing. I 
have often wondered as to the legality 
of this. 

ee es 


Young Specials Need to Be Courteous 


We had a big six and a half foot agent 
at Pittsburgh, Pa., in the old days—a 
fine type of German citizen who was a 
stickler for etiquette and the amenities 
in his office. One of our new field men 
paid him his first visit and walked in 
to his sacred precincts without any by 
your leave or introduction. Our agent 
bawled him out, asking him by what 
right he had walked past the gate. 

“But Iam Mr. So and So,” our special 
agent said. 

“Well, what of that?” said the agent. 

“But I am Mr. So and So of the Ger- 
mania,” said the special. 

“Oh, well, that’s different. Walk right 
in. I do not care a damn about you 
personally, but as a representative of 
the company I wish to show you all the 
courtesies.” 

Many younger men make a mistake 


“Claude Kiser, B. B. Vinson, E. R. 


in thinking that their personality is what 
the agent recognizes, whereas it is the 
label of the company that gives them a 
standing in the beginning. It takes years 
before a man’s standing is such among 
agents that his personality, knowledge 
and experience is accepted by the agent 
irrespective of the company he repre- 
sents. 
* * * 

Seedy Looking Men Aren’t Always Such 

It is wisdom never to underestimate 
the other man in dealing with people in 
this business of ours or any other busi- 
ness. The less a man knows, the less 
credit he gives the other man for know- 
ing anything, because, naturally, know- 
ing nothing himself, he does not think 
the other man knows anything. 

And because a man may look seedy it 
doesn’t follow that he amounts to noth- 
ing, even though the clothing manufac- 
turers say that if you wear prosperous 
looking clothing you will become pros- 
perous, and other such bologna that 
gives you mental indigestion if you swal- 
low it. 

‘A friend of mine and I once met a 
seedy looking gentleman in the dining 
car whom I treated with due respect as 
I knew him well. My young special 
agent friend, also. the colored waiter, 
showed him very little attention. As 
the waiter really neglected him he did 
not receive a tip when the gentleman 
left the table. I told my young friend 
when he asked me who the “Hick” was 
that he was Mr. Wilber, president of 
the Wilber National Bank of Oneonta, 
N. Y., and quite incidentally that he 
was a majority stockholder of the D. & 
H. R. R. and worth a million or two 
or more. The colored waiter, overhear- 
ing what was said, rolled his eyes and 
exclaimed: “Lawdy, lawdy, I sho was a 
fool.” 





AGENCY CHANGES ITS NAME 

The name of the general fire agency 
of Hawks & Schenck, Inc., of Greens- 
boro, N. C., has been changed to 
Schenck & Mebane, Inc. The directors 
are E. M. Schenck, G. Allen Mebane, 
Carv- 
er and F. P. Hobgood. Mr. Mebane is 
president and Mr. Kiser vice-president 
of the agency. Mr. Mebane will have 
charge of the executive and underwrit- 
ing departments while. Mr. Schenck will 
continue as special agent and supervisor 
of field work. 





O. B. BROWN’S NEW POST 
The American Fire & Marine and the 
American Indemnity of Galveston, Tex., 
have appointed O. B. Brown as superin- 
tendent of agencies in the central states. 
Mr. Brown was formerly connected with 

the America Fore group in Illinois. 
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ENTERS CANADA 
The Michigan Fire & Marine has been 
licensed in the Dominion of Canada and 
W. E. Findlay has been appointed mana- 
ger there. Mr. Findlay is also manager 
for the affiliated companies, the Spring- 
field Fire & Marine and the Sentinel. 


NEW HAMPSHIRE DIVIDEND 

The New Hampshire Fire has declared 
a quarterly dividend of 4%, plus 1% ex- 
tra, the same as for the previous quar- 
ter. The dividend is payable April 1, 
the stock having become ex- -dividend 
March 6. 
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MARINE & AUTOMOBILE 





Propose a Central 
Bureau for Marine 


MATTER DEBATED IN LONDON 





Resolution of Brokers’ Body Carried; 
Review of Arguments For and 
Against This Novel Idea 





The matter of organizing in the Lon- 
don marine insurance market a central 
rate-fixing, policy signing and claims 
settling bureau, somewhat similar in 
principle and operation to the Fire Of- 
fices’ Committee and the Accident Of- 
fices’ Association, was discussed and ap- 
proved at a recent debate held between 


the Insurance Brokers’ Debating So- 
ciety and the London Institute Mem- 
bers’ and Students’ Debating Circle in 
London, The resolution was offered by 
A. Harrison of the brokers’ society who 
said that the reason that made the es- 
tablishment of such a bureau desirable 
was that at present the marine business 
was unsatisfactory and in particular car- 
go underwriting was going from bad to 
worse. 

Methods which had been tried to im- 
prove the underwriting had proved un- 
successful, and rate-cutting continued, 
he said. The suggested organiza‘ion 
would be a good th'ng at the best of 
times. but in bad times such as the 
present it was essential. The idea was 
that every underwriting member of 
Llov’’s and everv marine cempany in 
London would subscribe to the brreau. 
which would have a permanent staff and 
which would be managed bv a non-ner- 
manent committee. It would be the first 
duty of the bureau to study any exist- 
ine tariffs and to establ'sh them firmly, 
adding to them gradually. Any section 
of underwriters would be able to anply 
for the setting un of new tariffs. and 
the sneaker suggested that instead of 
having onlv one standard rate for each 
tvpe of risk. there might be two—a 
minimum and a maximum. As to hull 
business in general. Mr. Harrison d‘d 
not think that tariffs were practicable. 
But the merits and demerits of each 
fleet would be discussed in committee 
before its insurance came up for renew- 
al. and thus leading underwriters would 
know what support they were likely to 
get. 


Would Tend to Stop Rate-Cutting 


_ There would be no loss of individual- 
ity to underwriters and companies, con- 
tented Mr. Harrison, but rate-cutting 
would be stopped. Once the tariffs were 
established they would be maintained by 
good faith, as was the case in non-ma- 
tine business. The policy-signing bu- 
reau would operate in conjunction with 
the rating organization, and wherever 
two or more companies were on one 
policy, the. document would be signed 
through the bureau. By that means 
much expense to brokers, underwriters 
and companies .would be saved. 
_In referring to the claims settling sec- 
tion of the suggested bureau, the pro- 
Poser said that a mass of vitally impor- 
tant statistics would be built up, which 
would be invaluable to the rating or- 
Ranization. “Lloyds Register” provided 
an example of a central body operating 
to the benefit of underwriters. After 
uniformity of rates, the next step would 
€ uniformity of conditions. ~ Finally, 
the central organization was a thing to 
e achieved, perhaps not immediately, 
ut as soon as possible in the future. 
D. Farrow (Debating Circle), in op- 
Posing the motion, stated that marine 
Insurance had always moved along defi- 
nite lines. In no section of commerce 
ad the individual played so great a 
Part. There had been difficult times 


in the past as well as in the present, 
and -at such times the tendency was 
always to seek artificial short-cuts to 
more profitable trading. The proposed 
scheme was a short cut, and as such 
was undesirable. The cause of the 
trouble was said to be competition. but 
that was not the whole truth. To a 
certain extent competition was a de- 
sirable thing, and any remedy should 
be directed at cutting out the bad fea- 
tures of competition, but not at the 
elimination of competition as a whole. 
It was unwise to tamper, by means of 
the artificial methods suggested, with 
the process of evolution through which 
the difficulties would gradually pass 
away. 


Opposition Fears Bureaucratic Control 


_ The proposed organiza‘ion would be 
invested with bureaucratic control, and 
that, urged Mr. Farrow, was decidedly 
bad. If rates were forced up unduly 
there would be an impetus to shipown- 
ers to form their own insurance funds, 
and, worse still, foreign insurance com- 
petitors would secure a firm hold. In 
other words, London would lose her su- 
premacy in the marine insurance world. 
The opposer continued that the scheme 
would mean that companies would have 
to sink the individuality that they had 
cherished for hundreds of years. 

The scheme held no advantages for 
hull business: rates were fixed bv tbree 
or four lead’‘ng companies, and there 
was a tacit agreement that they would 
not be cut. Here were the advantages 
of the scheme wi‘hout bureaucracy. In 
connection with cargo business it was 
impossible to have a tariff for every 
line. The majority of risks had to be 
considered each on its own merits. Loss 
of individuality was the speaker’s ar- 
gument against the signing bureau. 

In regard to the claims aues‘ion. it 
was thought that the present method 
had manv advan‘ages over the central 
bureau scheme. A claim was presented 
to the leadirg underwriter. whose ad- 
juster examined the principles involved; 
and once the leader had come to a de- 
cision the claim had a comparatively 
easv course. Although the same pro- 
cedure was not followed right round the 
market, the original adjustment was not 
final to everv comnany concerned. Each 
underwriter had the opportunity of act- 
ing in whatever manner he w'shed in re- 
gard to the claim. It was not safe to 
leave the adiustment of marine claims 
in the hands of a few: as would hanven 
if the bureau method were adopted. 





GENERAL AGENTS’ CONVENTION 


The National Association of Fire In- 
surance General Agents will hold its 
annual convention at Richmond, Va., on 
May 5 and 6. 


DYER ACT REPEAL DOUBTFUL 


Insurance Men Believe It Will Be Dif- 
ficult to Pass Bill Repealing Fed- 
eral Auto Theft Law 
Automobile insurance leaders in New 
York are not greatly worried over the 
effort being made to repeal the Dyer 
act, the federal statute which makes it 
a felony for a person to transport a 
stolen car from one state to another. 
This law which was introduced original- 
ly in Congress by Representative L. C. 
Dyer of M'sscuri has proven most ef- 
fective in curbing auto thefts and aid- 

ing in the recovery of stolen cars. 

Representative Dyer himself has intro- 
duced the bill to reneal this law. His 
contention is that its provisions are too 
drast'c and that many young men and 
women who have gone joy-riding have 
been arrested and sent to ~rison for long 
terms. Most insurance men do not want 
this law renealed and claim that the ob- 
jections raised to its remaining on the 
statute books are magnified. No hear- 
ings have been held on this bill as yet 
but if and when they are there will be 
nlenty of onnos‘tion recorded to the new 
hill to repeal the lew. An analvsis of 
the supnort and opposition to the bill 
indicates that its nassage is considered 
extremely doubtful. 


Marine Profits Tax 


(Continued from Page 21) 


say, no losses should be reported for 
classes of coverage for wh’ch no premi- 
ums appear, and the year’s results as to 
profit or loss on any particular class 
sould not influence its inclusion or ex- 
clusion. 
Gough’s P-op2sal Is Favo-ed 

“Deputy Commissioner Gough of the 
New Jersey Insurance Department has 
proposed that the annual statement 
blank be amended so that the compa- 
nies shall report as ocean marine busi- 
ness only those types of coverage which 
are subject to this profits taxation. You 
know there never has been any certain- 
ty as to just what ‘ocean marine’ includ- 
ed, and now that we have a definition 
pract’cally established by the marine un- 
derwri‘ers themselves, because they col- 
laborated in the preparation of the Dis- 
trict of Columbia law which we followed, 
it would seem very desirable to obtain 
general recognition of that definition. 
The New York Department is in favor 
of Commissioner Gough’s proposal, and 
we hope it will be made effective in next 
year’s annual statement blank. 

“Exnenses are difficult to report ac- 
curately as incurred. The commission 
item avill illustrate that point. Where 
your company pays a $15 commission 
on a $100 premium, the entire commis- 
sion outlay is reported as an expense 
deduction, whereas only the earned por- 
tion of the premium goes into income. 
The earned portion may be only $25. 
This. however. is not as alarming as it 
might seem. The fact is that in the first 
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place this apparent inequity would be 
caught up with in the following year’s 
return wherein no part of this com- 
mission item could be deducted, where- 
as the previous year’s unearned portion 
of the premium would go into the fol- 
lowing year’s earned income. In other 
words, there is a yearly overlapping by 
which the slack is taken up, and the fact 
that the tax is based upon a three years’ 
average eliminates most of the possibil- 
ity of inequity. 
Two Classes of Expenses 

“Following the requirement of the 
law, the blank provides for two classes 
of expenses—specific and general—spe- 
cific being those items which are un- 
m'stakably made exclusively in transact- 
ing these particular types of coverage, 
and general being those expenditures in 
behalf, not of any particular class or 
classes of business, but for the general 
benefit of the company’s entire opera- 
tions. [Illustrations of proper general 
expense charges are advertising, execu- 
tive traveling expenses and _ salar’es 
of the administrative officials. Some 
companies make the mistake of charg- 
ing as general expense all items not spe- 
cifically chargeable against marine. Hav- 
ing in mind that a percentage of the 
‘general’ expenses is ultimately charged 
against marine, it wll be quite clear 
that ‘general’ expense should not include 
any items that are applicable exclusively 
to other classes of business, such as 
fire. jewelry, inland, etc. 

“The particular item of expense which 
held the spotlight this last year was the 
Federal income tax. Naturally, we had 
not expected to find a company deduct- 
ing ths as an expense where its tax 
return showed an_ underwriting loss. 
There ought to be some logic to the 
re‘urn. Candidly, I think the fault was 
in the blank we issued. What we found 
was that despi‘e a loss on mar‘ne under- 
writing the compinies had paid Federal 
income taxes on their entire operations, 
the loss on marine having been more 
than offset by the profit on fire, etc. 
We ruled that we would allow as a de- 
duction in 1928 only 12% of the under- 
writing profit reported for 1927—without 
reference to the amount actually paid 
the Government. 

“A number of keen insurance account- 
ants politely inquired if we would go 
through with this principle and permit 
a deduction of 12% of the marine un- 
derwriting profit if it should happen 
that the other sections of the company’s 
business resulted in losses exceeding the 
marine section’s profits. We had to go 
into a huddle on that one, but we ulti- 
mately came out with what is undoubt- 
edly the correct answer, and that is that 
you cannot deduct any imaginary ex- 
penses; they have to be real. If you 
don’t pay a tax, there is nothing to de- 
duct. If you do pay a tax, don’t deduct 
any more than the designated percent- 
age of any marine profits you may have 
shown in your return. 

Federal Income Tax Removed From 
Expenses 

“In the marine tax blank for 1929 busi- 
ness you will find that the Federal in- 
come tax payment has been removed 
from the schedule of expenses. The 
profit (if any) is first to be computed 
without any deduction for Federal in- 
come tax, and then a special deductign 
is permitted of a fixed percentage of 
the profit for Federal income tax, pro- 
viding payment has been made to the 
Government of at least the amount of 
that percentage. 

“I might add that similar treatment is 
accorded to contingent commissions in 
the blank for 1929 business . They are 
removed from the expense schedule, the 
profit is determined without deduction 
for contingent commissions, but then 
there is permitted a separate deduction 
of a percentage of the profit—whatever 
percentage of contingent commissions is 
aid. 

: “This is proper technical treatment of 
each of these items, and in no way rep- 
resents any arbitrary Department rul- 
ing.” 
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CASUALTY AND SURETY 








C. H. Neely To Retire; 
Succeeded By Collins 


U. S. MANAGER OF OCEAN 





Leaves Office March 31 After Long Ca- 
reer Interrupted By Poor Health; 
New Mgr. Well Fitted For Post 





Because of am illness which has recent- 
ly incapacitated him for business and 
impaired his health, Charles H. Neely, 
well known to the casualty fraternity as 
United States manager of the Ocean Ac- 
cident, has been compelled to retire from 
this post as of March 31 and from the 
presidency of the Columbia Casualty, its 
running mate. Mr. Neely has been with 
the Ocean in this country since 1901 and 
has won the respect and confidence of 
his associates and competitors by his 
thorough, knowledge of the business and 
sound judgment. 

The Ocean Accident will not entirely 
lose its contact with Mr. Neely for he 
has accepted the offer of a seat on the 
American board of the corporation and 
= also retain his position as a director 

f the Columbia Casualty. His enforced 
retirement from active business, how- 
ever, will be a source of keen regret to 
his associates in the Ocean and to casu- 
alty executives generally. 

As a Successor to Mr. Neely the direc- 
tors of the two corporations have ap- 


pointed Henry Collins, who has been 
deputy manager of the Ocean for the 
past year and before that assistant 


United States manager for fifteen years. 
He has also been vice-president of the 
Columbia Casualty since its inception ten 
years ago. Mr. Collins has spent the 
greater part of his business career with 
the Ocean. He is a native of London, 
England, and was educated at Kings Col- 
lege. 

He is regarded as an authority on cas- 
ualty rating and practices, particularly 
in the liability and compensation lines. 
It is the consensus of opinion that he 
will handle with skill and sound under- 
writing judgment the responsibilities of 
his new offices. 





MAKES WESTERN DEP’T SHIFT 





Hartford Accident Places G. H. Moloney 
in Charge of Cook County Surety 
Lines; Other Changes 

Important changes in the methods of 
sunervising and servicing its western de- 
partment business were announced this 
week by the Hartford Accident & In- 
demnity. 

George H. Moloney has been appoint- 
ed manager of the company’s surety de- 
partment for Cook County, IIL, with 
headquarters in the Insurance Exchange, 
Chicago. Mr. Moloney, well known as 
claims attorney of the company, will 
continue to exercise his supervision over 
its claim activities. 

Frank C. McVicar, who some years 
ago was associated with the late Thomas 
W. Thompson in the management of the 
company’s surety business but who has 
latterly been manager of the Detroit 
Fidelity & Surety in Chicago, will be as- 
sociated with Mr. Moloney as superin- 
tendent of the fidelity and surety depart- 
ment, Cook County. 





Coburn and Garrison _ 
Advanced by Travelers 


HIGHER RANK IN INDEMNITY CO. 





Elected Vice-President and Secretary 
Respectively at Directors’ Meeting; 
Their Careers 





At the board of directors’ meeting of 
the Travelers’ Indemnity this week 
James H. Coburn was promoted from 
secretary to vice-president and Fred S. 
Garrison from assistant secretary to 
secretary. 

A graduate of Yale University in 1904, 
Mr. Coburn joined the Travelers as a 
clerk in December of that year. Six 
years later he was elected assistant sec- 
retary of the Travelers Indemnity and 
his election as secretary of the company 
followed in 1913. Mr. Coburn has played 
an important part in the growth of the 
indemnity company and his promotion is 
in due recognition of his ability and 
loyal service rendered to the organiza- 
tion. 

_A native of Chatham, N. J., Mr. Gar- 
rison has spent his entire business ca- 
reer in the casualty insurance field. His 
first post was with the United States 
Mutual Accident Association of New 
York in 1894. He entered the service 
of the United States Casualty the fol- 
lowing May, and remained with that or- 
ganization until 1901 when he joined the 
New Amsterdam Casualty, then located 
in New York City. He resigned as as- 
sistant secretary and assistant treasurer 
of that company at the end of 1914 to 
join the Travelers Indemnity as super- 
intendent of the burglary and plate 
glass departments then being organized. 
In October, 1916, Mr. Garrison was 
elected assistant secretary, which post 
he has held up until this time. 

For several years Mr. Garrison was 
a member of the board of water com- 
missioners of the city of Hartford. He 
is now a member of the metropolitan 
district commission of Hartford. 





GETS FIRE RUNNING MATE 

Control of the Cosmopolitan Fire was 
acquired this week by interests affiliated 
with Lloyds Casualty. Frank Cohen, 
executive vice-president of Lloyds, was 
elected to a similar post with the fire 
company. And Percy Biglin, secretary- 
treasurer of Lloyds, goes on the direc- 
torate of the Cosmopolitan. The detailed 
story of the deal will be found in the 
fire department of this issue. 








Harvey LeMessurier, manager of its 
western department casualty business, 
will add to his present duties the super- 
vision of the surety business of western 
department agents outside Cook County. 
Such agents will hereafter report their 
surety business to Mr. LeMessurier’s 
office. . 

Wiiliam H. Wallace has been trans- 
ferred from the Hartford surety depart- 
ment in Chicago to Mr. LeMessurier’s 
office. with whom he will be associated 
as fidelity and surety superintendent. 
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Casualty Claim Men In New Jersey 
Unite To Fight Ambulance Chasing 


Adjusters of twenty-seven casualty 
companies doing business in New Jer- 
sey have formed an organization known 
as the New Jersey Utilities and Casu- 
alty Claim Men’s Protective Association 
which is now playing an important part 
in the fight against ambulance chasing 
being conducted by the state department 
of labor. The following summarizes the 
purposes of this association, being the 
official statement of the organization 
committee : 

“Claim men of insurance companies 
and public utility companies have or- 
ganized an association to promote co- 


operation and fair play to claimants and 
between casualty and utility companies, 
to combat fraudulent claims and solici- 
tation of negligent cases by their attor- 
neys or their representatives as agents, 
and to curtail activities of unscrupulous 
physicians and lawyers.” 

It is expected that this association 
will be permanent, taking up other prob- 
lems affecting the claim men after the 
program of action against ambulance 
chasing and other abuses recently dis- 
covered in the. compensation bureau of 
the New Jersey department of labor has 
been put under way. 








Continental Co.’s Show In Chicago 


On the evening of March 20 the Con- 
tinental Casualty and Continental As- 
surance Companies of Chicago sponsored 
a dance and amateur stage for their 
employes. The dance and entertainment 
were given in the Gold Room at the 
Congress Hotel. Promptly at 8 o’clock 
a musical extravaganza by the younger 


employes of the organization was pre- 
sented. A professional chorus master 
was engaged to drill the various 
choruses. The show was patterned after 
the style current in night clubs. One 
of the contemporary purveyors of wit 
and humor was secured as the master 
of ceremonies for the occasion. Follow- 


ing the stage show there was a dance. 





Continental Chorus Girls in Action 
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Home-Southern Surety Details 


(Continued from Page 1) 


executive vice-president of the fire or- 
ganization. 

The Southern Surety premium in- 
creases were noted last week. It has 
been one of the fastest stepping com- 
panies under the Moray regime, on the 
map in every important section of the 
country. 

The Home Indemnity 

There are other developments natu- 
rally which will follow the transaction of 
last week, and they will include either 
the formation or the purchase of other 
casualty companies so that as the years 


incorporated to take over the entire 
business, assets and agency plant of the 
Southern Surety of Iowa. The Iowa 
company had been organized in 1918 and 
its president had been C. S. Cobb. Mr. 
Cobb dropped out of the picture after 
the New York company was formed. 
Two large investment houses, Cald- 
well & Co., of Nashville, and Kidder, 
Peabody & Co., of New York and Bos- 
ton, became financially interested in the 
Southern Surety of New York and 
played an important part in sending it 
off to a running start. The company 





NORMAN R. MORAY 


pass a number of casualty companies 
will be flying the banner of the Home 
fleet, as running mates of the Southern 
Surety. The first which will make its 
appearance is the Home Indemnity. The 
Home has the charter and it will not be 
surprising if it gets under way shortly. 

It is known that a number of casualty 
or surety companies have been offered 
to the Home, but up to the present time 
none has been accepted. There is no 
doubt that Messrs. Kurth and Moray 
will take on some important figures in 
the casualty field, as it is known that 
the Home Group has been negotiating 
with some of the casualty personalities. 
There is nothing along this line to be 
anounced at the present time. 

Replaced Iowa Company in 1928 

It was in the Summer of 1928 that 

the Southern Surety of New York was 








STANDARD ACCIDENT RESULTS 





Surplus to Policyholders at Close of 1929 
$4,318,005; Total Reserves $19,617,186; 
Net Premiums $19,482,687 

\ total surplus to policyholders of 
$4,318,005, consisting of capital $2,500,- 
000 and surplus $1,818,005, is shown in 
the 1929 statement of the Standard As- 
cident. Other figures are: reserve for 
unearned premiums of $8,096,190; reserve 
lor commissions, taxes and expenses of 
$1,400,285; loss reserve as required. by 
law, $9,530,631; and voluntary and addi- 
tional reserve of $590,079; a total re- 
Serve of $19,617,186. 

Against these obligations, the company 
has $9,233,940 in bonds, $7,152,326 in 
Stocks at market value, $1.250 in loans 
on real estate mortgages, $6,250 in col- 
lateral loans, $1,864,595 in cash, $274,186 
In equities, $1,315,326 in real estate, and 
other items which bring the total to 
$23,935,191. 

Its net premium income last year was 
$19,482,687, which was a slight increase 
Over the previous year. Its total admit- 


ted assets at the close of 1929 were 
$23,935,191, 


Blank & Stoller 
JOHN A. DIEMAND 


began operations with a capital of $2,- 
500.000 and a surplus of similar amount. 

The companies which were members 
of the Home group prior to the acquisi- 
tion of the Southern Surety and South- 
ern Fire, together with their premium 
incomes for 1929, follow: 


Net Premiums 


FIOMEs Soars ices. coe $49, 186,428.82 
Pravieiitic «ccc sc coe. Se ee 6,255,026.30 
CiHtY cee 35h See, 3,440,620.68 
Catolitien 2.65; (334 nets 797,347.47 
Homestead: 26.566 Ro 580,867.18 
Farineiia fo cats Canes 1,054,149.33 
New Brunswick ........... 1,687,952.62 
Georgia’ Home= 2.22 -g sch 664,305.09 
Halitac, (U:: S: Be) ke 915,101.23 
National Liberty .......... 10,972,194.08 
Baltimore American ...... 2,057,244.35_ 
Peoples National .......... 2,032,010.46 

$80,263,247.61 











B. E. Joline, Asst. Secretary, 
in charge of production. 





General Surety Company 


has available, in New York and in New Jersey, 
a limited number of 


Local Agency Appointments 


It will insist in each case upon the fullest investigation of 
the agent’s experience, responsibility and character, and, within 
reasonable limitations, these factors will be considered more 
important than mere volume. 
appointed shall pay all premiums in full not later than sixty 
days from their effective dates. 
confining itself to quality risks, it will strictly reserve under- 
writing authority to the Home Office,—although it will provide 
Jong distance telephone and other facilities to aid the agent 
in solving his problems and in servicing his business. 


In return for the strictness of its requirements, General 
Surety Company offers the agent the representation of a com- 
pany of which he may well be proud,—a company high in 
prestige, rich in resources and endowed with an intimate 
knowledge not only of the business it administers but also of 
the problems which the local agent must meet. 


E. J. DONEGAN, 


General Surety Company 


340 Madison Avenue, New York 


Capital and Surplus $10,000,000 


It will require that all agents 


Conservative in policy and 


Executive Vice-President. 


Towner Rating Bureau, 
Member ) Surety Association of 


America. 




















RULES ON EXCESS COVERAGE 





Sup’t Conway Asks That Such Risks 
Be Submitted to Him for Approval 
Before Issuance 
After a careful review of the situation 
in regard to excess workmen’s compen- 
sation coverage for self-insurers Super- 
intendent Albert Conway of New York 
this week ruled that this form of cover- 
age, whether issued by a reinsurance or 
a direct writing company, shall be sub- 
mitted to him for approval before its 
use in this state. The Superintendent 
did not find it practicable at this time 
to promulgate rates. His ruling fol- 

lows: ; ; 
“Employers who qualify as self-insur- 
ers frequently purchase insurance to 
protect themselves against excessive 
losses resulting from the occurrence of 
a catastrophe. This form of coverage 1s 
legitimate, and reasonable provision 
should be made for furnishing it. The 





INDEMNITY 
COMPANY, 


and particulars. 





“STEPPING IN 
TO SERVE YOU” 


Every Agent and Broker versed in Life Insurance cover- 
ages appreciates the Merits of Disability Protection. 


On account of the extended elimination periods adopted 
by the Life Companies and the increase in rates, we are 
meeting the insured’s Needs through the issuance of 
our new “Disability Income Policies.” 


It will be to your advantage to write for specimen copies 


Royal Indemnity Company 


150 William Street, New York, N. Y. 
ACCIDENT & HEALTH DEPARTMENT 








principal interest of the Insurance De- 
pariment at this time is that the form 
of coverage made available should be 
catastrophe coverage and not a form to 
be used for competing unfairly with full 
coverage. 

“I therefore rule that all forms of ex- 
cess coverage, deductible average, stop 
loss or aggregate excess coverage, etc., 
other than full coverage or ex-medical 
coverage, applicable to risks within this 
state, whether issued by a reinsurance 
or a direct writing company, shall be 
submitted to me for approval before 
they may be used.” 





MERGER DEAL WITHDRAWN 





Detroit Fidelity & Surety Not to Merge 
With Southern Surety; President 
McKee’s Statement 
_ The-merger deal of the Detroit Fidel- 
ity & Surety with the Southern Surety 
which has been pending for the past few 
weeks has been withdrawn, according to 
Homer H. McKee. president of the De- 
troit company. Mr. McKee’s statement 
to this effect was made last week fol- 
lowing the announcement of the South- 

ern Surety-Home of New York tieup. 

In his letter to Detroit Fidelity & 
Surety agents making known the With- 
drawal of the negotiations Mr. McKee 
said in part: 

“I want to express my sincere appre- 
ciation of the continued loyalty of our 
producing organization during a short 
period when, by reason of the negotia- 
tions which have been pending, there 
might have been occasion for some 
doubt or uncertainty in the minds of 
our agents. Now that such plan has 
been abandoned I earnestly hope for the 
united and continued co-operation and 
support of our entire field force in re- 
turn for which I can assure a continu- 
ance of the same high character of serv- 
ice alike to our agents and the public, 
and with such co-operation I am con-: 
fident there is no question of our con- 
tinued mutual success,” 
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Primary Blanket Fidelity Bonds 





By J. SCHMIDT, JR., 
Hartford Accident & Indemnity 


In an article in the “Hartford Agent,” 
reproduced herewith, Mr. Schmidt takes 
the position that Primary Blanket Fidelity 
bonds are superior to other forms of dis- 
honesty insurance. He is superintendent 
of the fidelity department of the company. 

Perhaps the best way to begin this 
article will be to refer specifically to: 

(a) Primary blanket fidelity bonds 
and 

(b) Blanket position bonds—two con- 
tracts adopted and standardized by the 
Surety Association of America. Very 
often when these contracts meet in a 
competitive way the statement is made 
by the uninformed that the blanket posi- 
tion bond is a better contract because 
of its cumulative liability feature. 

This is an absolute fallacy! Consider 
a case in point. Assume that there is 
liability under a blanket position bond 
amounting in the aggregate to $1,000,000 
with a maximum exposure on each em- 
plove of $5,000—admittedly a _ small 


amount under present conditions. Now 
assume that several full losses of $5,000 
each and perhaps a number of small 
losses are sustained during the pre- 
mium year under a blanket position 
bond, all of which much more than wipe 
out the entire annual premium. Any 
one can predict what would happen un- 
der such circumstances—the blanket po- 
sition bond would be promptly canceled. 


Theoretically the employer or insured 
has coverage up to $1,000,000 but, as a 
practical proposition, no company would 
stand idly by and watch loss after loss 
paid under a contract of this type until 
its maximum liability of $1,000,000 had 
been reached. 

In our opinion blanket position bonds 
should be confined to very small em- 
ployers. We strongly recommend that 
you refrain from suggesting this form 
of coverage to employers with any con- 
siderable persorfnel. The reasons for 
these suggestions are many and varied, 


but we believe the following will give 
you a comprehensive understanding of 
the principal reasons which, after care- 
ful deliberation, brought us to this con- 
clusion. 

A Comparison 

Blanket position bonds are issued for 
small amounts only, usually for $5,000 
per employe. It is patent, therefore, that 
the catastrophic hazard is not insured 
against and the officers of the insured 
continue to carry the responsibility of 
determining the amount of coverage to 
be carried on a particular employe. They 
are also confronted with the duty of 
selecting supplementary amounts of cov- 
erage on certain of the bonded em- 
ployes because it is recognized that 
the amount of protection available un- 
der this form of contract is generally 
insufficient. 

Now compare this with the flexibility 
and numerous advantages of the primary 
blanket fidelity bond. This contract elim- 
inates these important and far-reaching 
pitfalls—and many others. In our esti- 
mation there is no comparison between 
a $50,000 primary blanket fidelity bond 
with the $5,000 per employe blanket po- 
sition bond. Under the latter, $5,000 is 
the maximum coverage on any employe, 
as against $50,000, to say nothing of the 
automatic restoration feature of the 





LITTLE STORIES from the FILES of a 
GREAT INSURANCE INSTITUTION 


























HE Agent watched the 

proceedings of the School 

Board with disappoint- 
ment as it became apparent 
that the members would accept 
personal surety on the con- 
tractor who had been awarded 
the school construction job, 
thereby saving an $8,000 pre- 
mium on a Corporate Surety 
Bond. 


The Agent wanted that Bond— 
he had worked hard for it. 
Apparently it was slipping from his 
grasp; just one hope remained. He 
headed for a telephone. Five minutes later a surety official 
in the Home Offices had his story and was promising imme- 
diate action. 





A few moments of pondering and the surety executive called 
in his secretary. He dictated—a lengthy letter that presented 
concisely, logically and convincingly the advantages of Cor- 
porate Surety Bonds. A copy went to each member of the 








So OO 


School Board by special delivery. And at the next meeting of 
the Board it was unanimously decided that Corporate Surety 
Bond should be required of the contractor. The Agent wrote 
the Bond, collected the $8,000 premium and triumphantly 
deposited a fat commission check to his account. 


Just another example of the practical, dollars-and-cents-pro- — 


ducing service, that is at the constant command of Continental 
field men. Every representative of these Companies enjoys 
the complete cooperation of a highly 
trained staff of executives and a 
Home Office organization of nearly 
one thousand competent employees 
who recognize service to agent to 
be the first rule for 


company success. 


CONTINENTAL CASUALTY 
CONTINENTAL ASSURANCE CO. 


CHICAGO ILLINOIS 












blanket fidelity bond. The theory of 
blanket insurance in the form of our 
blanket fidelity bond has been. time- 
tested with the banking fraternity. It 
has proved to be superior to all forms 
of dishonesty insurance thus far offered 
in the commercial field. 

One of the chief reasons for its ex- 
istence is that it has been expressly de- 
signed to eliminate underinsurance, a 
universal evil. On the contrary, under- 
insurance is deliberately invited by the 
blanket bond, which is usually issued 
for very small amounts and which may 
never be issued for an amount in ex- 
cess of $20,000. 

You mav be interested to know that 
we recently heard of a case where an 
employer was carrying an_ ordinary 
schedule bond, under which the maxi- 
mum liability on any one emplove was 
$10,000. The statement was made to 
this employer that it would be prejudicial 
to his best interests to accept our pri- 
mary blanket fidelity bond because it 
did not give adequate coverage. This 
statement we challenged. 

A Danger to Guard Against 

There can, of course, be underinsur- 
ance in connection with blanket fidel- 
ity bonds just as in the case of ordinary 
schedule fidelity bonds. That is» some- 
thing which it is the duty of every so- 
licitor of blanket insurance to guard 
against. This particular employer, in 
our opinion, should have had offered to 
him a primary blanket fidelity bond of 
not less than $100,000 because of his 
comparatively large personnel and the 
nature of his business. Such an insur- 
ance contract, group dishonesty insur- 
ance, is so superior to the coverage now 
carried that there -does not exist any 
real basis for ‘comparison. 





BURGLARY MEN MEET 
Assistant District Attorney Hastings 
Tells About Extradition Laws in 
Different States 
Assistant District Attorney Hastings 
was the guest speaker at the recent 
mouthly meeting of the Burglary Un- 
derwriters’ Associa ion of New York at 
the Block Hall Club. Talking about 
“Extradit on” Mr. Hastings called at- 
tention to the fact that the laws in 
New York, New Jersey and Pennsyl- 
vania are very antiquated in that they 
do not permit the extradition of a pris- 
ouer from these states without the for- 
mality of regular extradition papers even 
if the prisoner is willing to waive ex- 
tradition proceedings. Time and expense 
are wasted without accomplishing any 
good, and Mr. Hastings asked that the 
members work for a change in the laws. 
At a previous meeting A. R. Small, 
vice-president of the Underwriters’ Lab- 
orator:es, was the guest speaker on the | 
scope of the burglary protection depart- 
ment of the Laboratories. Another 
speaker was Adolph Curtis. New York 
manager of the Retail Credit Co. 
The Burglary Underwriters’ Associa- 
tion was formed last fall and_ holds 
monthly luncheon meetings at which 
mutual problems of the local underwrit- 
ers are discussed. The organization is 
composed of a membership from the 
leading stock companies writing burglary 

insurance in Greater New York. 





AMENDS COMPENSATION POLICY 

An amendment to Condition “C” of the 
standard workmen’s compensation and 
employers’ liability policy has been ap- 
proved by Superintendent of Insurance 
Albert Conway which has as its purpose 
to give the insurance company a reason- 
able and clear contractual right to ex- 
amine all the records of the assured that 
will enable the carrier to ascertain the 
premium to which it is legally entitled 
for the coverage granted under the pol- 
icy. This amendment is to be incorpo- 
rated in the New York ‘standard en- 
dorsement. 


BANKERS’ INDEMNITY AGENTS 

The Bankers’ Indemnity has appoint- 
ed John L. Gula at Hartford and Alfred 
M. Williams at Waterbury as its agents. 
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How “No Claims” Bonus 

Is Handled in Britain 
SOME INJUSTICES IN THE PLAN 
Liverpool “J. of C.” Gives Slant on Sub- 


ject; New Practice of Evaluating 
Used Cars Recommended 








In Great Britain where the automo- 
bile merit rating plan takes the form 
of a “no claims” bonus there has been 
considerable discussion lately over the 
injustice done to a car owner who finds 
he sometimes loses this bonus in the 
event of an accident which is no fault 
of his own. A writer in the Liverpool 
“Journal of Commerce” points out that 
it is the practice of the better non-tariff 
companies to give the “no claims” bonus 
in such circumstances. On the other 
hand, when a man is obviously to blame 
for damage caused through a collision 


(the other car may be stationary) if 
there 18 no damage done to his own 
car but,the other vehicie 1s damaged, he 
does not lose his bonus whereas morally 
speakiug he snould do so. 


Suggests Increasing Bonus Plan 


Going turther into the subject, this 
Writer says: “ine tarift compames 
would be well advised to adopt a sys- 
tel popular amoug non-tarur compaules 
OL wue mcreasuig “no Claims’ vonus, 
Many non-taritf companies give a vouus 
Us avyO dacce Ulle year Wliuas Lhe i1ree 
Of Cialums, 19Yo at.ter two years Iree Of 
claims and cU% atter three years tree 
Of Claims, the bonus remaining at c2vUY% 
therearter untul a ciaim occurs. ‘Lhis 
gives considerable encouragement to tne 
carerul driver. 

“there 1s even one non-tariff com- 
pany which gives a ‘no claims’ bonus of 
25-1/3¥Yo, but in this case the rates are 
higher than the normal non-taritt rates. 

“Another debatable question is that of 
the sum to be paid in the event of total 
loss. in all probability 90% of the poli- 
cies existing on private motor cars con- 
tain no clause regarding an agreed value, 
the amount to be paid in the event of 
total loss being according to a clause in 
the policy, the market value at the time 
of loss or in other words the replace- 
ment value. 

“Under such policies the insurance 
company has to replace the car or pay 
the insured his value when it was lost. 
[he insurance company may offer him 
another car of similar make and year 
of make which he can accept or not. If 
they cannot satisfy him by the offer 
of another car, they will offer him a 
sum of money which they think repre- 
sents the value of his car at the time 
of the loss; this is the more general 
method. 


Used Cars Valued Too Highly 


_ “Most owners of cars have an exalted 
idea of their value, and they consider 
that owing to the way they have driven 
them and kept them up, they are worth 
considerably more than the price they 
are actually fetching in the market. It 
would probably be true to say that very 
few men who have a total loss to claim 
are satisfied with a.value even 10% 
higher than such car§ are fetching in 
the market. 

“It generally happens, therefore, that 
for a settlement to be satisfactory to the 
insured, the insurance company has to 
pay rather more than it should, but this 
is the way with a great many insurance 
claims. There are some owners of cars, 
of course, whom no reasonable settle- 
ment will satisfy, and there are, too, a 
few insurance companies—not many to- 
day—which are out to do their best to 
avoid making a reasonable settlement. 

‘Motor cars depreciate very rapidly in 
value. The average car costing up to 
£300 or £400 in value, depreciates ap- 
Proximately 33-1/3% after one year, 50% 
after two, and 70% after three. It is 

(Continued on Page 42) 






























In the City 
by the 


teor of he “2H? (OLDEN GATE 


center of the long 
curved waterfront of 
one of America’s 
greatest ports. 


Every city has a perscnality—a character made up of 
varied impressions, present charms and old traditions. 


When you visit San Francisco you will want to absorb as 
many of these impressions as you can. In addition to insur- 
ance you will want to know what to see, what to do; where 
to go and how to get there. 


We should like to help you. 


Here in San Francisco at 210 Sansome Street, Union In- 
demnity Company, a division of Insurance Securities Com- 
pany, Inc., maintains a Northern California Branch Office, 
rendering every facility for insurance agents. 


The services of this office are placed at your disposal. It 
makes no difference what company you represent or whether 
your mission is business or pleasure. The “golden gate” of 
insurance fellowship is open wide to every member of our 
profession. : 


You are cordially invited to make our office your San 
Francisco headquarters. 


Union Invemniry Company 


A DIVISION OF INSURANCE SECURITIES COMPANY, INC. 
New York Indemnity Company 






Detroit Life Insurance Company ~ 
WY 
Union Title Guarantee Company, Inc. \\4 ¢ La Salle Fire Insurance Company 


Bankers & Merchants Fire Insurance Company Sa Union Title and Trust Company, W. B. P. 
EXECUTIVE OFFICHS UNION INDEMNITY BUILDING NEW ORLEANS 100 MAIDEN LANE NEW YORK 


Towa Fire Insurance Company 











Forgery Bond Meeting 
Attracts Big Producers 


RECENT MASS. BONDING AFFAIR 





John A. Cochrane’s Message to Brok- 
ers; Hold Sales Demonstration and 
Combat Prospect’s Objections 





A message to New York City pro- 
ducers on forgery bond business was 
sent out this week by John A. Coch- 
rane, promotion manager of the Massa- 
chusetts Bonding, which reflects the at- 
titude taken by this company on the 
handling of business created by brokers. 
Emphasis is placed on the fact that the 
creative rather than high pressure meth- 
od is the most effective in selling the 
forgery line so as to secure permanent 
results. The Massachusetts Bonding di- 
rects its message to the producer who 
is interested in building and maintain- 
ing a clientele instead of only in the 





JOHN A. COCHRANE 


commission or brokerage on a single 
bond premiums. The point is stressed 
that forgery bond sales lead to open- 
ings in other lines; that this coverage 
being comparatively new, is an ideal 
medium through which to ‘build a sub- 
stantial relationship with insureds. 


Keen Interest at Sales Meeting 


Besides maintaining close contacts 
with metropolitan producers the Massa- 
chusetts Bonding is organizing a corps 
of forgery bond salesmen with Fred C. 
Banister, assistant promotion manager, 
in charge. This group held a Saturday 
morning meeting last week with more 
than forty present. Wallace J. Falvey, 
first vice-president of the company, gave 
a pleasant word of welcome to the men, 
making the point that the company re- 
garded its man power as the most val- 
uable asset. An interesting sales dem- 
onstration was staged with Mr. Banis- 
ter as the prospect and T. G. Hutchins, 
a new man in the field, as the salesman. 
This sale was conducted along the line 
of proving to a prospect that no matter 
how secure he felt in banking with a 
strong institution, his bank accourft was 
not immune to the manipulations of a 
clever counterfeiting crook. In very few 
cases, it was shown, is the bank held 
responsible for the depositor’s forgery 
loss and in case suit is brought litiga- 
tion extends it over many months. Mr. 
Hutchins had some vivid stories to tell 
of the art of check raising and signa- 
ture forgeries, making good use of news- 
paper clippings to*drive his points home. 


Murphy and Ryan Guest Speakers 


At the invitation of Mr. Cochrane 
guest speakers were J. C. Murphy, met- 
ropolitan manager in the New York 
branch office of the Consolidated Indem- 
ity, and James E.. Ryan, head of the 
forgery bond department of the Metro- 


(Continued on Page 42) 
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Believes Merit Rating Has Made 
~ Place For Itself In Auto Field 





H. P. Stellwagen, Sponsor of Plan, Points to Progress Made in 
First Year; Plan Not a Revolutionary Expedient But 
Evolutionary Process; Has a Pronounced Selling 
Appeal, He Says 


Regardless of what critics of the merit rating plan for private passenger auto- 
mobiles may say, H. P. Stellwagen, vice-president of the Indemnity Insurance Co. of 
’ North America, feels that it is attracting and will continue to attract thousands of 
desirable risks to stock companies on an average rate basis which hitherto they were 
not able to get. Mr. Stellwagen’s remarks on the subject are interesting inasmuch 
as it was his company which took the initiative on merit rating a year ago. Since 
then he has not only kept his own day-by-day record of the business written on this 
basis by the Indemnity Insurance Co. of North America but has made frequent talks 
to producers in many parts of the United States and in Canada on the merits of the 
blan. The Eastern Underwriter presents below the salient points made in his recent 
talk before the Insurance Institute of Montreal. 


There are some who have regarded 
merit rating as a revolutionary expe- 
dient, totally detached from the normal 
development of scientific rate making 
Those who accept that viewpoint mis- 
take the true significance of the merit 
rating plan. It is not the product of a 
revolutionary act, but rather the result 
of an evolutionary process. It must be 


kept in mind that the whole theory of - 


rate making from the stock company 
viewpoint is that rates shall be pros- 
pective in their application. Stock com- 
pany rates are guaranteed for the life 
of the policy contract, and are not sub- 
ject to retroactive adjustment to take 
care of premium deficiencies or redun- 
dancies. That being so, it is of the first 
importance of stock insurance that ini- 
tial rates be right and nicely adjusted 
to the hazards against which, insurance 
is provided. 

It is because of the absolute neces- 
sity for having rates right in the first 
place that the stock companies have 
constantly refined their rating system, 
creating classification after classification 
and territory after territory, in order to 
reflect the true hazards of the various 
categories of risks. It is because of the 
stock company viewpoint on rates that 
the experience rating of fleets inevitably 
followed on the heels of refinement in 
classification rating, and it is for the 
same reason that merit rating has de- 
veloped for individual risks. 

Reasons for Merit Rating 
The merit rating plan was introduced 

for the following reasons: 

1. To counteract the selection of 
business against the companies due 
to the attraction of the better risks 
to non-tariff companies. 

2. To answer the argument of the 

motorist not having accidents that 

he was ‘being compelled to pay for 
the carelessness of others. 

3. To encourage safe driving and 
reduce losses. 

To increase the percentage of 
automobile owners carrying liability 
insurance. 

The merit rating plan, by offering a 
bona fide reward for safe driving, is 
attracting and will continue to attract, 
thousands of desirable risks which hith- 
erto were nct attracted to stock com- 
panies on an average rate basis. It is 
altogether proper and just that such an 
attraction be held out to the careful 
operator. An individual who has estab- 
lished a clear operating record for a 
period of two years may be considered 
to be a better risk than the average, 
and therefore entitled to a better rate. 
Insurance must of ,necessity deal with 
averages, but when average rates cease 
to attract the good and retain only the 
bad it becomes necessary to break up 
the average or rather to re-establish the 
average along different lines. 

The merit rating plan cuts across ex- 
isting classes and establishes two new 
categories of risks—one composed of 
assured with clear records, the other 


composed of assured with imperfect rec- 
ords, Such a distinction is no more il- 
logical than the creation of separate 
classes of cars based on engineering spe- 
cifications. As a matter of fact the 
merit rating class is really superior in 
that it is based on the qualifications of 
the owner—the real hazard—not on the 
specifications of the inanimate car which 
contributes nothing to the hazard until 
set in motion. 
A Reward for Careful Drivers 

The second reason for introducing the 
merit rating plan was to satisfy the pub- 
lic demand for a differential in rates 
as between motorists who had not had 
accidents and those who had. On many 
occasions a motorist who had not had 
an accident for a number of years and 
who had always operated his automo- 
bile lawfully, questioned the justice of 
a rating system which compelled him to 
pay the same premium for his insur- 
ance as his neighbor, whose careless- 
ness or inaptitude in handling an auto- 
mobile had been responsible for one or 
more accidents. His question was diffi- 
cult to answer, particularly at the time 
of a general advance in rates. How 
widely this opinion was held by the in- 
suring public was illustrated by the re- 
action of the public press to the an- 
nouncement of the plan. 

The prevention of accidents and the 
consequent reduction of losses was the 
third consideration back of the intro- 
duction of the merit rating plan. The 
plan puts a premium on careful driving 
and to that extent it is sound public 
policy. The plan appeals to the pride 
and pocketbook of every motorist. The 
general public is quick to respond to 
the opportunity of earning recognition 
either through preferred classification or 
preferred price. The cumulative effect 
of the plan on automobile operators 
should bring about more careful opera- 
tion and consequent reduction of losses 
and lower premium rates. 

Lastly, the plan was introdticed in 
order to increase the proportion of mo- 
torists carrying public liability and prop- 
erty damage insurance. As is well 
known, that proportion is ridiculously 
low, amounting in the United States to 
not more than 25% of the automobile 
owners of the country. 

The merit rating plan has a _ pro- 
nounced selling appeal. The very fact 
of a rate differential, together with the 
saving produced by the reduction in pre- 
mium, are influencing many motorists to 
take out insurance for the first time. 
It is probably true that more people 
never previously insured were written by 
the companies in the United States last 
year than in any of the five years imme- 
diately preceding 1929. 

The merit rating plan provides con- 
tinuous advertising copy. Every day in 
the week and every week in the year 
the underwriter may hold forth to the 
insuring public the inducement of a 
10% discount in rate for careful driving. 

Those who have not favored the 


merit rating plan have criticized it on 
the ground that it does not balance. It 
is impossible, they say, to grant any 
substantial part of the business a 10% 
premium discount without making up 
that deficiency on the balance of the 
business. The same argument has been 
advanced in connection with the expe- 
rience rating of fleets and it is held 
that that plan cannot possibly balance 
so long as the companies retain only 
the credit rated risks and lose the debit 
rated risks, because of their inability to 
hold them on the debit basis. 

From the standpoint of the pure the- 
ory of rating, that contention cannot 
be sustained. It should be kept in mind 
that there can be no off-balance in any 
individual rating system if each risk is 
correctly rated. For example, a fleet 
risk earns a credit only if its loss rec- 
ord justifies that credit, and it may 
safely be carried at a rate less than 
manual because its experience will un- 
doubtedly be better than the average of 
all risks in its class. The surcharge on 
debited risks is not needed to offset the 
discount on credited risks. The better 
loss record on credited risks is suffi- 
cient to take care of the situation. 

In general, the same point may be 
made in respect of the merit rating of 
individual risks. Although sufficiently 
complete data have not yet been se- 
cured on the effect of the merit rating 
plan, there is every reason to believe 
that the experience on risks with clear 
records for two years can safely be writ- 
ten at a discount of 10% from the aver- 
age rate. In fact, there is some evi- 
dence to support the contention _that 
the experience on that class of business 
would justify even a greater discount. 
The automobile underwriter may, by en- 
larging his proportion of merit rated 
risks and by eliminating a considerable 
proportion of the less favorable non- 
merit rated risks, so improve his expe- 
rience over all that the merit rating dis- 
count will not be a factor in his loss 
ratio. It must be kept in mind that 
the merit rating plan automatically at- 
tracs he better class of risks which have 
hitherto not been attracted, and if such 
risks can be attraced in sufficient num- 
ber the loss ratio is bound to benefit 
accordingly. 

In Favor of Penalty Rates 

It should be admitted that there 1s 
some force in the contention that there 
should be penalty rates for, at least cer- 
tain classifications of non-merit rated 
risks. The establishment of such pen- 
alty rates will obviously go even further 
in enabling the underwriter to refine the 
business. The difficulty is that a debit 
rating system on individual risks can 
hardly be established and maintained 
without a tremendously elaborate ma- 
chinery whose cost would largely offset 
any benefits to be derived from it. Such 
a system can, however, succeed where 
some state agency establishes debit 
classifications or debit risks on which 
all companies operating in the state 
must charge debit rates. : 

The proponents of merit rating for in- 
dividual car risks do not contend that 
the present plan is perfect, but they do 
believe that the plan is right and that 
the practice of the principle is essen- 
tial to the continued prosperity of stock 
insurance. . 

There is room for improvement in the 
present plan. Primarily, there is need 
for some method of enforcing the 
proper application of the plan in re- 
spect of risks which leave one company 
and go to another. It may well be that 
the merit rating qualifications should be 
made warranties or at least declarations 
to be signed by the assured on all risks 
new to any given company. Obviously, 
that procedure is not necessary in con- 
nection with renewal business, because 
each company has the facilities for de- 
termining the merit rating eligibility of 
risks previously on its books. 

In any event, the merit rating plan 
is worthy of a fair trial, and if it ac- 
complishes only half of what its pro- 
ponents hope for it, it will have justi- 
fied its existence. 


SEABOARD’S CODE OF ETHICS 


Non-Conference Surety Company Clari- 
fies Its Position With Other Com- 
panies; Maintains Own Rates 

The Seaboard Surety, headed by E, 
D. Livingston and whose financial state- 
ment last year showed $2,279,170 in as- 
sets, $902,372 in surplus over all liabili- 
ties, and $1,902,372 in surplus to policy- 
holders, has the following to say on its 
relations with other: companies in the 
field: 

“The Seaboard Surety is not a mem- 
ber of the Surety Association of Amer- 
ica, nor does it subscribe to any rating 
bureau. The rates which it has filed with 
and which have been accepted by the 
Insurance Department of the state of 
New York are its own rates and are 
made only for preferred risks. The rates 
for other states are based on the New 
York schedule. 

“We are not competing with the con- 
ference companies, as our business is 
along entirely different lines. As the 
surety company writing general business 
is not in a position to make a rate dif- 
ferential for preferred risks, we are af- 
fording an outlet for a small volume of 
business and to that extent relieving the 
strain heretofore felt by the surety com- 
panies on account of their inability to 
recognize certain safety fatcors. 

“We do not cut rates. We maintain 
our rates, which we consider adequate 
on account of our plan of operation.” 





TALKS TO WOMEN’S CLUBS 


Ray L. Hills Says Accident Figures Are 
Greater Than Unemployment 
and Still Growing 


Ray L. Hills, assistant vice-president 
of the Great American Indemnity, spoke 
Tuesday evening at the Grand Central 


Palace under the auspices of the New 
York State Federation of Women’s 
Clubs on the frequency of accidents. He 
had previously given part of the talk 
at a special meeting of the directorate 
of the National Committee for Women’s 
Financial Education. After discussing 
accidents Mr. Hills told how to be pro- 
tected against the consequences. He 
said in part: : 

“In these days when unemployment is 
an almost universal problem in this 
country, it is hard to realize that more 
people are incapacitated as a result of 
accidental injury than are idle through 
lack of employment. i 

“More than 12,000,000 people in this 
country are killed or injured annually— 
something over twenty-two a minute. 
The chances that you will meet a dis- 
abling injury during the next twelve 
months is approximately one in twelve. 
In other words, eight out of every one 
hundred persons are certain to have an 
impairment, partial or total, of their 
earning power this year as a result of 
accident. No wonder there is an out- 
cry against reckless automobile driving. 
And this is not confined to the cities. 
The percentage of accidents on the coun- 
try roads is mounting with unbelievable 
speed.” 





MADE EXECUTIVE SPECIAL 
The Federal Surety has appointed 
Lynn Howard, 46rmerly with the Massa- 
chusetts Bonding in Boston, as its exe- 
cutive special agent with headquarters 
at the home office. 





JOINS MASSACHUSETTS BONDING 
One of the newcomers in the New 
York office of the Massachusetts Bond- 
ing is R. L. Chapman who, for the past 
year, has been branch manager in Syra- 
cuse for one of the newer companies. 
Mr. Chapman will fit into the promo- 
tion department of the Massachusetts 
Bonding under John A. Cochrane. He 
started his career in the business with 
the National Surety, first as a forgery 
bond producer and later broadening his 
activities to include general lines. 
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When an Accident Occurs! 


Everyone 
Loses 


The Workman: 


loses part of his wages; possibly 
a part of his anatomy; occa- 
sionally, his life. 


The Employer: 
loses four dollars in lost time, 
spoiled material, overhead and 
turnover costs, for every dollar 
paid by the insurance company. 


The Insurance Company: 


loses the sums paid in Compen- 
sation benefits and medical and 
surgical expenses. 


The Public: 


is forced to pay these accident 
costs in the costs of the finished 
article. 
























































When an Accident is Prevented! 


Everyone 
Gains 


The Workman: 


receives a full day’s pay for a full 
day’s work, and is spared much 
pain and suffering. 


The Employer: 
cuts down the overhead and acci- 
dent costs of his plant, leaving a 
bigger margin for dividends. 


The Insurance Company: 
is left with a wider margin to 
spend on further Safety Engi- 
neering activities. 


The Public: 


frequently benefits from these 
economies by lower prices for 
what it buys. 








HE Safety Engineering and Inspection Service rendered by The Travelers to its 
a Compensation policyholders has achieved remarkable success in preventing indus- 
trial accidents. It has saved the lives and limbs of thousands of workers, and millions 


of dollars for American employers. 


If you know of an employer who would be interested in reducing the Accident costs 
of his plant, a Travelers Field Assistant wiil be glad to accompany you to his office, and 
tell him what The Travelers is prepared to do. If the employer decides to place his Com- 
pensation insurance in The Travelers, you, of course, will get full credit for the case. 


THE TRAVELERS 


THE TRAVELERS INSURANCE COMPANY 


Tue TRAVELERS INDEMNITY COMPANY 


THE TRAVELERS Fire INSURANCE COMPANY 


HARTFORD, 


CONNECTICUT 

















iin wee i 


Page 42 









AS 















Forgery Bond Meeting 


(Continued from Page 39) 


politan Casualty. Mr. Murphy conduct- 
ed a rapid fire question and answer for- 
um, emphasizing that the forgery sales- 
man’s first aim should be to-sell him- 
self to the prospect and then the sell- 
ing of the bond would be so much eas- 
ier. For some years with the National 
Surety Mr. Murphy was the foremost 
producer of ‘forgery business in the 
country. 

Mr. Ryan quoted the impressive fig- 
ure of $200,000,000 as the American 
Bankers’ Association estimate of annu- 
al loss from forgeries, more than 90% 
of which is borne by the depositors. 
He also emphasized that of 30,000,000 
bank accounts in the United States not 
more than 3% are covered against loss. 
Mr. Ryan was generous in giving the 
men the benefit of his experience in han- 
dling large cases. 


Sales Advice Now a Big Producer 


Another guest speaker was M. S. Ring, 
a large producer of forgery business 
some years ago who is now in the ad- 
vertising business. “You can’t know too 
much about this business,” he said. “My 
selling strategy was to assume that the 
prospect’s objections to buying did not 
exist. I carried a selling kit for secur- 
ity but rarely used it.” Although Mr. 
Ring had the usual arguments to com- 
bat he said he avoided going into in- 
volved explanations which only confused 
the prospect. If he made use of let- 
ters he would read them himself. 


Some Objections Answered 


Some of the most frequent objections 
made by prospects when the sale is in 
the making are answered in “Forgery 
Bond Selling Simplified,” a booklet pre- 
pared by Mr. Cochrane as the latest ad- 
dition to the salesmen’s kit. In answer 
to the most frequent argument: “My 
bank is responsible for my forgery loss- 
es,” the response is made that the bur- 








“No Claims” Bonus 
(Continued from Page 39) 


not only that the car is becoming older 
and a large portion of its life, and its 
best life, has gone, but that better cars 
are being produced at sometimes even 
lower cost. A car may be produced in 
1930 at a cost of £300, but if a better 
car of the same make is produced in 
1931 at £275 it is obvious that the 1930 
car even if it were new in 1931, would 
be worth about £250. 

“The trouble about this question of 
values is that unless the insured is con- 
versant with these matters he naturally 
assumes that, if he declares a value to 
the insurance company, that is the value 
which will be paid. If he read through 
his policy he would see that it was not 
so, but it is not evervone who reads his 
policy. 

“T should strongly recommend all in- 
surance companies in their proposal 
form, when they ask for the value, to 
make a very clear note in connection 
with the terms on which they will pay 
total losses, stating that they do not 


guarantee to pay the value stated in: 


the form. There would not then be 
room for any misunderstanding. Another 
practice which insurance companies 
should always observe is that on renewal 
the insured should be advised that they 
will only be paid the market value in 
the event of loss, and a reduction in 
value should be suggested.” 





G. E. STOKES IN NEW POST 

George E. Stokes, one of the special 
representatives in the forgery bond de- 
partment of the National Surety, has re- 
signed to join the metropolitan branch 
of the Consolidated Indemnity in its 
brokers’ service bureau. 


den of proof is on the depositor. In 
most cases this means court action with 
its delays and expenses plus the em- 
barrassment of controversy between the 
depositor and his banker which may 
seriously interfere with his credit stand- 
ing at the bank. In the meantime the 
depositor’s bank account is minus the 
amount involved, says the booklet. 

“The banker is not to be blamed for 
this condition of affairs. If one of his 
depositors alleges a forgery loss of $25,- 
000 the banker cannot be expected to 
make good the loss without investigation 
and verification of the statements made. 
The questions of ‘due diliggnce’ and 
‘negligence’ then arise and th/e-~ is sel- 
dom a settlement without lega-#roceed- 
ings. Each case must be sett?“4 on its 
merits—usually a long tediout! experi- 
ence and an expensive one ev-n when 
it is possibel to obtain the forged items.” 

Another question: “We have been in 
business for twenty-five years and have 
never had a forgery loss,” is ansewed 
as follows: 

“The daily papers carrying accounts 
of forgeries committee prove the haz- 
ard to be a growing one. The fact that 
your bank account has not yet been 
looted is not a good business reason for 
failing to protect yourself by carrying 
a forgery bond any more than it would 
be to cancel your fire insurance policies 
merely because you had not had a fire 
loss. 

“The forgery hazard is a very real one 
—a rapidly increasing one—due in part 
to the fact that the criminal takes no 
chances with his own life or liberty as 
in the case of holdup or burglary. Hav- 
ing forged or altered and negotiated the 
check in any of the various ways well 
known to this type of criminal, he pro- 
ceeds in leisurely fashion to his next 
address quite secure in the knowledge 
that his crime will not be discovered for 
days or weeks.” : 


OPENS UP ON THE COAST 





Consolidated Indemnity Has San Fran- 
cisco Office Headed by R. H. Messer; 
To Enter Other Coast States 

The Consolidated Indemnity, recently 
licensed in California, has opened a Pa- 
cific Coast office in San Francisco of 
which Robert H. Messer, formerly with 
the National Surety, is general manager. 
Mr. Messer’s first appointment in his 
new post was to name Pierce J. Deasy 
as northern California branch manager. 
Mr. Deasy was formerly with the Am- 
erican Surety and the Metropolitan Cas- 
ualty in Los Angeles. 

These appointments and the details in- 
cidental to the opening of the new office 
were personally supervised a few weeks 
ago by Rolland R. Rasquin, executive 
vice-president of the Consolidated, who 
flew to the Coast via the T. A. T. or 
“Lindbergh Route” from New York, fly- 
ing by day and going by train at night. 

The Consolidated, having planted it- 
self in California, intends to enter other 


West Coast states in the near future, - 


including the state of Washington. 





JESSE HARDING CONNECTS 

Jesse Harding, who was with the New 
York Indemnity up until November, 
1928, as manager of its New England 
department, was recently appointed as- 
sistant manager of the Boston branch 
office of the Glens Falls Indemnity and 
the Commerce Casualty. Mr. Harding 
is well known in New England terri- 
tory and has been in the business since 
1908. 





KING RETURNS TO DETROIT 

The Federal Surety has transferred 
Robert S. King, superintendent of agents 
at the home office for the past eight 
months, to Detroit as resident vice-pres- 
ident in charge of the Michigan depart- 
ment succeeding F. W. Alexander, re- 
signed. Mr. King handled this post be- 
fore coming to the home office. 





Pittsburgh Federation Group 











Plans for the 1930 insurance days to 
be held by the Insurance Federation of 
Pennsylvania in Pittsburgh on May 5, 
6 and 7 are being made by the con- 
vention committee in Pittsburgh. Sev- 
eral thousand insurance representatives 
from many parts of Pennsylvania are 
expected to attend the convention which 
will be held in the William Penn Hotel. 

This photo of the convention commit- 
tee was taken at a meeting in the office 
of H. G. Scott, senior vice-president of 
the Reliance Life of Pittsburgh. It 
shows, from left to right: Frank S. 
Kauffman, manager of the casualty lines 
of the Pittsburgh branch office of the 
Travelers; R. C. Braun, advertising man- 
ager of Reliance Life; J. C. Murray, 
general chairman of the convention com- 
mittee; W. S. Diggs of Hoover & Diggs; 
R. C. Kneil, secretary of the convention 


committee; Vice-President Scott of Re- 

liance Life; E. E. Cole, Jr., vice-presi- 

dent of the National Union Fire, and 

oo A. Reid of Wallace M. Reid 
O. 





HUDSON APPOINTMENTS 


The Hudson Casualty of New Jersey 
has announced the following agency ap- 
pointments: Frank Insurance Agency, 
Columbus; Edwin F. Corriston, Hacken- 
sack, N. J.; Norris R. Somers, Ocean- 
ville, N. J.; Harriet K. Post, Utica, N. 
Y.; Security Finance Co., Plainfield, N. 
J.; John Oleksiak, Manville, N. J.; Wil- 
liam G, Collins, New York City; James 
C. Witt, Jeannette, Pa.; Joseph E. Top- 
per, Columbus, Ohio; E. G. Spitz In- 
surance Agency, Cleveland, Ohio. 
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F. E. O'BRIEN WITH F. & C. 





Made Assistant Superintendent of Agen- 
cies; For Ten Years. With Trav- 
elers in Philadelphia 


Frank E. O’Brien, for more than ten 
years with the Travelers in Philadelphia 
territory, resigned last week as assistant 
manager of its downtown department in 
that city to join the Fidelity & Casual- 
ty as assistant superintendent of agen- 
cies. 

Before leaving the Travelers Mr. 
O’Brien was given a farewell dinner 
party and presented with a leather trav- 
eling bag as a token of esteem and re- 
spect of his old associates. His work 
with the Fidelity & Casualty will be 
concentrated on the building up of new 
man power in keeping with President 
Wade Fetzer’s program and the train- 
ing and supervision of agents and 
brokers. 

Mr. O’Brien is a brother of M. C. 
O’Brien, Philadelphia resident manager 
of the Fidelity & Casualty. 





BOSTON CASUALTY ELECTIONS 


At the annual meeting of the Boston 
Casualty, Harry V. Madden, a member 
of the Massachusetts Bar, and formerly 
connected with Lybrand, Ross Brothers 
& Montgomery, tax experts, was elected 
treasurer of the company. Eugene 
Theabeau, treasurer of the Bath Iron 
Works, of Bath, Maine, was elected to 
the board to fill the vacancy caused by 
the death of H. M. Greigs. 





MISS MARTHA MOORE RESIGNS 

Miss Martha Moore who has been 
with the National Surety for the past 
ten years in its forgery bond depart- 
ment has resigned. Her future plans 
are as yet unannounced, 





LICENSED IN IOWA 


The Public Indemnity of Newark has 
been licensed to do business in Iowa. 





